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BEAVER SQUAREBUILT 
WHEEL CUTTERS 


Exactly meet the new Federal Specifications! 


On November 7, 1933, the United States Government issued new 
Federal Specification GGG-C-771. Now, with TWO tools (instead 
of four) they cover the entire range from 14 to 4” pipe... . 


BEAVER SQUAREBUILT WHEEL CUTTERS exactly meet the new | 
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Federal Specification . . . . BEAVERS are competitive in weight 
and price... . surfaceground to insure accuracy .... made of 
malleable iron to insure strength .... and can be supplied with 
wheels for standard pipe, cast iron pipe or thin wall copper tubing 


.. » With BEAVERS you can reduce your inventory and better 
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satisfy your customers. Write for copy of New Catalog No. 34. 


THE BORDEN COMPANY - WARREN, OHIO 


Member—Pipe Tool Manufacturers Assn. Member—N. R. A. 
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Thermoid products are 
engineered with the same 
irit of achievement that 
builds the world’s greatest 
power plants. 


we The vision of the engineer is the inspiration for the 
a building of every Thermoid product—as it is for the 
planning and the construction of the world’s greatest 
power projects. 





Only if built to most minute specifications will the 

i great generator function efficiently. And only by 

“ measuring up to a similar type of scientific standard 

a is a Thermoid hose—or packing, or belting—con- 
sidered worthy of the Thermoid name. 


A first-hand knowledge of the needs of industry con- 
shhh trols all Thermoid de: signing. Only the finest mate- 
rials are selected—of the kind proved most serviceable 
by actual experience in the * Id. It is this type of 
engineered manufacture that has made the Thermoid 
trade-mark stand for long life and for trouble-free 
performance. Buy by that quality mark! 


And remember these two facts: The Thern sid 
line carries a worth while margin of profit and 
is backed by a liberal jobber policy 


THERMOID RUBBER CO. 
Factories and Main Offices 
TRENTON, NEW JERSEY 
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CHANGE 


@ DURING the past several months, we 

have had impressed upon us the need for 
change. Throughout our whole business 
and economic system new ideas, new plans 
are being tried out. Some of them undoubt- 
edly will prove beneficial and hence will 
stand the test of time. Others will fail and 
pass out of the picture. 


Publishers are always quick to advance 
new thoughts and new ideas to their read- 
ing public. It’s an important part of their 
job to keep their subscribers in touch with 
new conditions and new problems. 


During the past few years, the industrial 
press has been crammed full of articles 
stressing the need for modernization 
throughout industry. The modernizing of 
industrial facilities, we have been told, will 
help lead us out of the depression. Only the 
modern plant can survive the new era which 
is upon us. Those industries which fail to 
heed the warning which the industrial press 
has so strongly emphasized these past few 
years will be utterly unfit to survive the in- 
tensive competition which they will be 
forced to meet. 


We have no argument with the sound 
logic behind the idea of modernization. We 
know it to be true and we have long recog- 
nized the strong sales weapon which mod- 
ernization puts into the hands of dis- 
tributors. 

As has been pointed out, publishers have 
been advocating strenuously the need for 
modernization on the part of their sub- 
seribers. Ironically, enough, however, too 
few of these publishers have taken the 
trouble to practice what they preach. If 
modernizing is good for the subscriber, it’s 
good for the publisher. 


That’s what we believe and as evidence of 
that belief, Mitt Suppties comes to you 


JULY, 1934 


this month in an entirely new format and 
with a brand new arrangement of editorial 
material. 


It is our belief that with this new make-up 
the subscriber will find Mii Suppuirs 
easier to read. As a matter of fact the 
“new” Miu Suppuies is built to the speci- 
fications of distributors. It was only after 
a careful, thorough survey of the needs and 
desires of our readers that the changes so 
evident in this issue were made. 


Editorially, Mitt Suppiies remains as a 
purveyor of news and facts of interest and 
help to distributors and their salesmen. 
Even greater stress is being placed upon 
selling, because, after all, that is the main 
function of distributors. 


In addition to grouping editorial mate- 
rial, which makes it easy to find those topics 
in which you are most interested, subject 
matter is treated in a terse, readable fash- 
ion. Thus, you are not forced to wade 
through a lot of unnecessary details to get 
the facts you are looking for. 


We hope that the carrying out of your 
ideas as displayed in this issue will meet 
your approval. Your views and comments 
on the change in format and new editorial 
treatment will be appreciated. Particularly 
are we anxious for reactions as to the 
grouping of Code News under the heading 
“Current Code Developments,” the empha- 
sis laid on selling in the section headed 
“Where and How to Sell,” and the enlarged 
department of new products entitled “Sales 
Possibilities in New Products.” 


Mitt Suppties is one publication that be- 
lieves thoroughly in modernization, so 
much so in fact that it not only preaches 
the gospel of practical change but practices 
it as well. 































Nor all applications call for the Beth- 
lehem Hot-Forged Nut. But there’s many a 
brutal task where nothing else will do. Wher- 
ever severe wrenching strains are involved, 
wherever the nut must be drawn up tight, so 
that it willstay tight, the Bethlehem Hot-Forged 
Nut is emphatically the one to recommend. 
Don’t imagine it’s just an extra-good nut, 
manufactured in the ordinary way. The Bethle- 
hem Hot-Forged Nut is made by a new, exclu- 
sive process. It’s a forging, and has the dense 
grain structure that forging gives. The threads 
are so strong, so tough, that they stand up with- 
out stripping under the heaviest kind of duty. 
Bethlehem engineers who are specialists in 
bolt and nut manufacture developed the 
Bethlehem Hot-Forged Nut. It is made in our 
Lebanon, Pa., Plant, a large, self-contained 
Bethlehem division devoted wholly to the 
making of bolts and nuts and related products. 





A different kind of Nut... 
A stronger, tougher Nut 


Lebanon Plant products include every item 
the mill-supplies dealer is ever called upon to 
furnish, and a lot of others, besides. All kinds 
of bolts, of carbon, alloy, and corrosion-resist- 
ing steel. All kinds of nuts, too, as well as the 
hot-forged. Also rivets, spikes, turnbuckles, 
etc. For service to you, Bethlehem carries at 
Lebanon Plant an extensive range of standard 
commercial items ready for immediate shipment. 


BETHLEHEM STEEL COMPANY, Betuieuem, Pa. 


District Offices: Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, Cleveland, 
Dallas, Detroit, Houston, Indianapolis, Milwaukee, New York, Philadelphia, Pitts- 
burgh, St. Louis, St. Paul, Washington, Wilkes-Barre, York. Pacific Coast Distribu- 
Flaseasala’) tor Pacific Coast Steel Corporation, San Francisco, Seattle, Los Angeles, Portland, 

STEEL Honolulu. Export Distributor: Bethlehem Steel Export Corporation, New York. 






Bethlehem Bolts and Nuts 
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TIMELY COMMENT 


@ A RECENT letter from Bill Todd, Somers, Fit- 
ler and Todd Company called our attention to 
the fact that the editorial “Seven Months Under the 
Code,” which appeared in the May issue of MILL 
SUPPLIES, had been reprinted in its entirety in the 
June 18 issue of The Blue Eagle, published by the 
National Recovery Administration. This editorial, 
it will be recalled, outlined the accomplishments 
of NRA in the mill supply field since the signing 
of the Code of Fair Competition for the Industrial 
Supplies and Machinery Distributors’ Trade. 


@ THE holding of industrial clinics is becoming 

more and more popular with distributors. 
Elsewhere in this issue are reported the facts 
about recent clinics sponsored by two well-known 
distributors. The second annual industrial show 
of the George Worthington Company, Cleveland, 
held June 6, was attended by 900 industrial users. 
The first industrial show held by the Swords Com- 
pany, Rockford, Illinois, distributors attracted 
more than 500 industrial men. Another success- 
ful clinic was put on by Brierly-Lombard Com- 
pany, Worcester, Massachusetts, but the facts con- 
cerning it were not available in time to make this 
issue. Complete details will be reported next 
month. That industrial clinics are practical busi- 
ness builders is evident in their increasing popu- 
larity among important distributors. Clinics af- 
ford a magnet for getting customers and prospects 
into the distributors’ place of business where they 
can be shown the available facilities for handling 
their business. Among the well-kown distribu- 
tors who have used industrial clinics successfully 
are Shadbolt and Boyd Company, Milwaukee, R. C. 
Duncan Company, Minneapolis, and Samuel Harris 
and Company, Chicago. 


@ ON page 7 will be found a report of the public 

hearing on amendments to this industry’s code 
which was held in Washington June 15. The 
amendments had to do with price filing, code financ- 
ing and unfair competition. 


@ DR. LEWIS H. HANEY, noted economist, 

criticizes the following phases of the new deal 
which he says are retarding recovery: 1. The de- 
basement of our currency which has produced un- 
certainty and lack of confidence, 2. The virtual 
prostitution of our banking system to the fiscal 
purposes of the government and the monopoly of 
the use of liquid capital by the treasury, 3. The 
enormous and growing public debt and 4. The 
weakening of the public morale. 

Despite these pessimistic observations, Dr. 
Haney is hopeful that by Fall “the President will 
be driven to ‘do something’ which will really re- 
store confidence by laying the basis for confidence. 
This can be done only by establishing a sound and 
stable currency, going back to the simple princi- 
ples of fairness and honesty in business dealings 
and by following well-established economic princi- 
ples, such as the law of supply and demand and the 
necessity of adequate compensation for capital and 
business enterprise. As one by one the New Deal- 
ers’ schemes fail to bring productive employment 
for labor and real purchasing power for the peo- 


ple, they will be forced to allow business men to 
run business.” 


@ THE purpose of The Blue Eagle, a weekly 
paper, is to “tell a simple straight story of 
the happenings of the National Recovery Adminis- 
tration to those who are not or cannot be in close 
daily touch with Washington headquarters.” 


@ IN an address before the New York Building 

Congress on June 20, Lewis H. Brown, member, 
Durable Goods Industries Committee and presi- 
dent, Johns-Manville Corporation, stressed the 
following essentials of recovery which the Dura- 
ble Goods Industries Committee had agreed were 
necessary: 1. Protection of legitimate business 
profits, 2. The substitution of private financing of 
private enterprise in instances where the govern- 
ment is now functioning in place of private agen- 
cies, 3. The elimination of bills for new taxes not 
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required for the government’s fiscal operation, 4. 
The balancing of the national budget at the earliest 
possible moment, 5. The stabilization of the dollar 
and 6. The giving of assurance to business men 
who have adjusted their methods and policies to 
the temporary emergency program of the NRA 
that they shall be free from the uncertainties of 
unreasonable or arbitrary administration. 

In closing, Mr. Brown expressed his confidence 
in the future. He said: 

“We are on the way out of the depression, Re- 
covery is taking place. The emergency is over. 
The time of desperate measures hurriedly con- 
ceived is past. The American people are begin- 
ning to realize that the source and cause of our 
trouble reaches back not five years, but twenty. 
We are not going to lift ourselves up by our boot- 
straps. Whatever we do now must be paid for 
later. We must therefore use every precaution in 
analyzing our problem to be sure that we adopt 
sound measures that in the long run will help 
rather than retard recovery. We are not going to 
return to the condition of the 1920’s. We are go- 
ing forward into a new era. This country is still 
a place of opportunity. The people of this country 
will continue to enjoy the highest standard of liv- 
ing of any country in the world. And while the 
future is going to be quite different than the 
past, America is still and will continue to be a 
democracy.” 


@ WITH this issue of MILL SUPPLIEs is launched 

a new department, “Sales Promotion.” In this 
new department, we plan to bring to the attention 
of readers the various ways of promoting sales. 
Tested methods already in use will be emphasized. 
Readers are invited to submit their ideas. Every 
distributor should have a well-developed, care- 
fully-thought out program of sales promotion to 
back up the efforts of salesmen. 


@ IN a recent letter, W. S. Quigley, president, 

Quigley Company, takes exception to the state- 
ment “It takes approximately 500 pounds of high 
temperature cement to lay up 1,000 brick,” which 
appeared in last month’s article headed ‘What 
There Is to Sell in a Line of Refractories.” “With 
our high temperature cement: it takes only 250 to 
300 pounds and the quantity will vary according 
to the care exercised and the kind of brick used, 
depending upon the texture, density and uniform- 
ity,” writes Mr. Quigley. 


@ AN interesting informative booklet giving 

facts concerning modern group drive has been 
issued by the Mechanical Power Transmission As- 
sociates. Salesmen will find this booklet of prac- 
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tical value in selling transmission supplies and 
equipment. It is called “A Practical Analysis of 
Some Fundamentals of Industrial Power Trans- 
mission.” The booklet can be had by writing 
Mechanical Power Engineering Associates, 684 St. 
Marks Avenue, Brooklyn, New York. 


@ AT the annual convention of the National Asso- 

ciation of Purchasing Agents held in Cleveland 
June 18 to 21, the Joint Merchandising Commit- 
tee had an exhibit presenting facts concerning the 
distributor’s economic importance. More than 
900 purchasing agents visited the Committee’s 
booth. ’ 

Alvin Smith, chairman, addressed the executive 
session of the presidents and secretaries of local 
purchasing agent chapters outlining the work 
which the Joint Merchandising Committee is 
doing. In addition, Mr. Smith conducted a number 
of luncheon and supper meetings with important 
buyers. Through the contacts made at this con- 
vention it is expected that the Joint Merchandis- 
ing Committee will be invited to present the facts 
about distributors which it has available before a 
large number of local purchasing agent group 
meetings. The Committee will present its data 
to any legitimate industrial group without charge. 

A booklet explaining the purpose of the Joint 
Merchandising Committee was distributed. 


@ AN honor roll of these concerns which have 

subscribed to the cooperative advertising fund 
of The Mechanical Power Transmission Council 
has been released by M.P.E.A. A goal of $50,000 
has been set. Approximately $35,000 has already 
been raised and it is expected that the goal of 
$50,000 will not only be reached but exceeded. 
This money is to be spent in a constructive adver- 
tising program designed to promote the use of 
modern group drive in industry. Inasmuch as 
group drive supplies and equipment form an im- 
portant part of the sales volume of industrial dis- 
tributors, M.P.E.A.’s business-building campaign 
will be watched with keen interest by this indus- 
try. Progress of this cooperative program will be 
reported regularly in MILL SUPPLIES. 


@ THE summer months offer aggressive sales- 

men an opportunity to reap a harvest. The 
coming of summer with many people seems to 
be the signal to lay down on the job. There are 
lots of good excuses as to why people aren’t buy- 
ing in July and August—some of them legiti- 
mate—but excuses don’t build sales volume. Let 
the other fellow lay down on the job, but don’t 
you do it. Hard sales licks put in now will not 
only bring in immediate business but also will lay 
the groundwork for months to come. 
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CURRENT CODE DEVELOPMENTS 


Sales Problems Under N.R.A.—Manufacturers' Codes Interpreted—Code 
Authority Activities—Regional Group News—Cost Determination Data— 


Price Filing Information 
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Hearing Held on Amendments 
to Distributors’ Code 


@ THE public hearing on 

amendments to the code of 
fair competition for the Indus- 
trial Supplies and Machinery 
Distributors Trade was held at 
10 a. m., June 15, in the North 
Dining Room, Carlton Hotel, 
Washington. Assistant Deputy 
Administrator Colonel W. W. 
Rose presided, being assisted by 
the following: E. C. Henn of the 
Industrial Advisory Board, 
J. W. MacKenzie of the Consum- 
ers’ Advisory Board, Thomas P. 
Kelly of the Planning and Re- 
search Division and L. W. Perce 
of the Legal Division. 

William T. Todd, Jr., Chair- 
man of the Code Authority, Her- 
bert Edge and Arthur D. Smith, 
Jr., presented the amendments 
as representatives of the Code 
Authority. 

The proposed amendments, 
which were outlined in the June 
issue of MILL SUPPLIES, had to 
do with the financing of the 
Code, filing of prices, the sale 
of absolute items and a fourth 
which was designed only to 
straighten out an error in enu- 





W. T. Todd, Jr. 
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meration in the original draft. 
A slight change in the first 
amendment was suggested by the 
Administration. The amended 
Article V, Section 1 (b), as dis- 
cussed, reads as follows: 


ARTICLE V—ADMINISTRA- 
TION 

Section 2. It being found nec- 
essary in order to support the 
administration of this Code and 
to maintain the standards of fair 
competition established hereun- 
der and to effectuate the policy 
of the Act, the Code Authority 
is authorized: 

(a) To incur such reasonable 
obligations as are necessary and 
proper for the foregoing pur- 
poses and to meet such obliga- 
tions out of funds which may be 
raised as hereinafter provided 
and which shall be held in trust 
for the purposes of the Code; 

(b) To submit to the Admin- 
istrator for his approval, sub- 
ject to such notice and oppor- 
tunity to be heard as he may 
deem necessary (1) an itemized 
budget of its estimated expenses 
for the foregoing purposes, and 
(2) an equitable basis upon 
which the funds necessary to 
support such budget shall be 
contributed by members of the 
Trade; 

(c) After such budget and 
basis of contribution have been 
approved by the Administrator, 
to determine and obtain equit- 
able contribution as above set 
forth by all members of the 
Trade, and to that end, if neces- 
sary, to institute legal proceed- 
ing therefor in its own name. 
Section 3. Each member of the 





Colonel W. W. Rose 


Trade shall pay his or its equi- 
table contribution to the ex- 
penses of the maintenance of 
the Code Authority, determined 
as hereinabove provided, and 
subject to rules and regulations 
pertaining thereto issued by the 
Administrator. 

Only members of the Trade 
complying with the Code and 
contributing to the expense of 
its administration as_herein- 
above provided, shall be entitled 
to participate in the selection of 
members of the Code Authority 
or to receive the benefits of any 
of its voluntary activities or to 
make use of any emblem or in- 
signia of the National Recovery 
Administration. 

Section 4. The Code Authority 
shall neither incur nor pay any 
obligation in excess of the 
amount thereof as estimated in 
its approved budget, except 
upon approval of the Adminis- 
trator; and no subsequent bud- 
get shall contain any deficiency 
item for expenditures in excess 
of prior budget estimates except 
those which the Administrator 
shall have so approved. 

It will be noticed that this 
amendment differs from that 
published in June, in that the 
sentence, “Failure by a member 
to pay an equitable share of the 


7 
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costs of Code Administration 
shall constitute a violation of 
the Code,” in Section 3, was 
omitted. Colonel Rose explained 
that this sentence was consid- 
ered superfluous in that any 
member of the industry who 
fails to contribute his propor- 
tionate share is in violation of 
the Code without its being spe- 
cifically stated. 

In the discussion which fol- 
lowed the reading of the first 
amendment and the omiss%on 
therefrom, two important points 
were brought out. In answer to 
a question by Mr. Todd, it was 
made clear that if a member of 
the industry does not pay his 
proportionate share, his Blue 
Eagle or his Code Eagle may be 
withdrawn by the Administra- 
tor on recommendation of the 
Code Authority. 

In further discussing this 
amendment, Colonel Rose gave 
it as his opinion that it would 
permit the Code Authority to 
collect codes fees from those 
members of the industry whose 
principal or predominant busi- 
ness comes under the jurisdic- 
tion of some other Code Author- 
ity but that these members have 
the right of appeal, in which 
case the Administrator becomes 
the judge as to whether they 
properly come under this Code 
for that portion of his business 
which is involved. 

@ The second amendment was 

proposed merely to straight- 
en out the enumeration of Arti- 
cle V, Section 2, a “5” being 
substituted for the “2”. There 
were no objections. 

The reading of the third pro- 
posed amendment, however, 


8 





brought out considerable pro- 
test. The suggested amendment 
was read as follows: 


ARTICLE VI—UNFAIR COM- 
PETITION 

Section 2. Where in any par- 
ticular territorial area a major- 
ity of the members of the Trade 
elect to file prices with such 
agency as may be approved by 
the Code Authority, all members 
in such territorial area shall file 
their prices on all items desig- 
nated by said agency. Any mem- 
bers of the Trade outside such 
territorial area desiring to sell 
within such territorial area shall 
comply with the price filing reg- 
ulations in such territorial area. 
It is a violation of the Code for 
any member of the Trade to sell 
below his individually filed 
schedules covering prices, terms 
and conditions. 

Letters from W. M. Bonham, 
president, C. M. McClung and 
Company, Knoxville, Tennessee, 
H. D. Cram, president, The W. 
Bingham Company, Cleveland, 
Ohio, George H. Cherrington, 
president, Standard Machinists 
Supply Company, Pittsburgh, 
William M. Patterson, presi- 
dent, Frick-Reid Supply Com- 
pany, Pittsburgh, and a tele- 
gram from §S. C. Parker, presi- 
dent, Pittsburgh Gage and Sup- 
ply Company, Pittsburgh, pro- 
testing the provisions of this 
amendment were read into the 
record. 

The discussion opened with 
an objection by the Legal Divi- 
sion, represented by Mr. Perce, 
on the grounds that the amend- 
ment would require distributors 
outside of an administrative 
area to file prices if they desired 
to sell in that area provided the 
distributors in the area had 
voted to file and that such re- 
quirement would be made on 
these outside distributors with- 
out their being given a chance 
to vote on whether or not they 
wanted prices filed. 

To get around this objection, 
several suggestions were made. 
First Mr. Kelly of the Planning 
and Research Division  sug- 
gested a vote among all dis- 
tributors in the industry, a 
662% majority to determine 
whether prices be filed on any 


industrial product in question. 

Mr. Todd then explained the 
background of this amendment 
and stated that the Code Au- 
thority, after considering the 
new problems which have arisen 
since the amendment was first 
offered, had authorized the com- 
mittee, Messrs. Todd, Edge and 
Smith, to recommend the dele- 
tion of the following sentence in 
the amendment. “Any members 
of the trade outside such terri- 
torial area desiring to sell 
within such territorial area 
shall comply with the price fil- 
ing regulations in such terri- 
torial area.” 

Alvin Smith, president, Smith- 
Courtney Company, Richmond, 
Virginia, and a member of the 
Code Authority, while not ob- 
jecting to Mr. Todd’s proposal, 
raised the question as to how 
“territory jumping” could be 
controlled without some provi- 
sion of this type. He stated: 
“IT am quite convinced that we 
will go back to vicious price cut- 
ting without price stabilization. 
Despite the Darrow Report, the 
small members of the trade in 
the Southern territory have 
been saved from bankruptcy by 
the stabilization provision writ- 
ten into the Code.” 

The Administrator then asked 
if anyone had any better sug- 
gestions as to how the job might 
be accomplished. 

Arthur D. Smith, Jr., speak- 
ing for Mr. Todd, since he was 
not qualified as a witness, said: 
“Would it be doing a construc- 
tive job and satisfying legal ob- 
jections to the amendment 
which Mr. Todd voiced, if we 


———— 
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let that sentence remain in the 
amendment and provided that 
in determining whether or not 
there should be price filing in 
any trade area, all members of 
the industry within or without 
that trade area, who wished to 
sell in that trade area, would 
be given a vote in the determin- 
ation as to whether price filing 
would be mandatory?” 

It was established, in the en- 
suing discussion, that such a 
provision would answer the 
legal objections made to the or- 
iginal amendment but Colonel 
Rose asked for an expression 
from the Code Authority as to 
whether the machinery of such 
a provision would be burden- 
some. 

To this Mr. Todd suggested 
that it might be worked out in 
two ways: 1. A notice could be 
sent to all members of the trade 
from the Code Authority’s office 
stating that a particular area 
desired to file prices and giving 
every member who desired to 
sell in that area a chance to vote; 
and 2. A double check could be 
made on the vote by securing 
the cooperation of regional 
chairmen in getting in the 
ballots. 

The discussion on this amend- 
ment closed at this point. A 
post-hearing meeting was held 
to frame the amendment to meet 
the conditions brought up in the 
public hearing. 

@ The fourth and final amend- 

ment to be discussed contem- 
plates the addition of the fol- 
lowing sections to Article VI, 
Unfair Competition: 

“Section 13. When a Member 
of the Trade desires to dispose 
of obsolete closeout, or discon- 





George Cherrington 
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tinued lines, and to offer such 
merchandise for sale at prices 
less than his regular price, he 
shall file with the Regional Com- 
mittee in the area in which he 
is located, a statement showing 
the quantity, sizes and complete 
description of the merchandise 
so offered for sale, and the rea- 
sons for such sale. On such 
sales, all invoices for merchan- 
dise so sold shall plainly display 
the following words “Special 
Closeout Prices.” Failure to ob- 
serve this rule or increasing 
such stock during liquidation at 
the special prices is an unfair 
method of competition. It is 
recommended with reference to 
the above rule that any distribu- 
tor finding himself in this posi- 
tion should first offer the sur- 
plus of merchandise to the man- 
ufacturer thereof, and failing to 
dispose of such merchandise by 
this method should offer same to 
the Members of the Trade in the 
regional group. 

“Section 14. It is an uneco- 
nomical and an unfair practice 
for distributors to accept in ex- 
change merchandise of any 
character to apply as part pay- 
ment against the sale of regular 
merchandise, or to issue credit 
or make cash settlement beyond 
the true value of the goods.” 

After some discussion, it was 
suggested that the last sentence 
of Section 13 be changed to read 
as follows: “Any distributor 
finding himself in this position 
shall first offer the surplus of 
merchandise to the manufactur- 
er thereof, and failing to dispose 
of such merchandise by this 
method, shall offer same to the 
members of the trade in the 
regional group.” 

To an objection to Section 13 
by Mr. MacKenzie, of the Con- 
sumers’ Advisory Board, on the 
grounds that it placed undue re- 
striction on the disposal of mer- 
chandise, Alvin Smith  an- 
swered: “As a matter of fact, 
Mr. Administrator, it would not 
hurt the consumer at all, be- 
cause the real reason we have 
that stuff on hand is because the 
consumer has refused to buy it.” 

Mr. MacKenzie also pointed 
out that the word “regular” in 
Section 13 was somewhat “ir- 
regular” and prophesied that 


this word would have to be de- 
fined in the near future. 

Discussion on Section 14 was 
brief, consisting essentially of a 
clearing up of intent. 

The hearing was adjourned at 
12:15, subject to the call of the 
Administrator. As stated be- 
fore, a meeting was called after 
the public hearing to further de- 
fine the suggestions made. 


CENTRAL STATES CLUB 
ISSUING BULLETIN 


@ THE Central States Mill 

Supply Club, with headquar- 
ters in Chicago, is now issuing 
a regular news bulletin to its 
members. 

This club, or association, is 
made up of industrial supply 
distributors in Illinois, Indiana, 
and parts of Iowa and Wiscon- 
sin. Wendell H. Clark, Samuel 
Harris and Company, Chicago, 





Wendell H. Clark 


is the president and Norman 
Durrie is the full-time secretary. 
Material contained in the bul- 
letin is newsy in character, for 
the most part, dealing with 
manufacturer-distributor con- 
tacts made, new codes and their 
provisions and reports of meet- 
ings. A list of surplus stock is 
contained in each issue. 


METROPOLITAN AREA TO 
FILE ON CONTRACTORS’ 
SUPPLIES 
@ MEMBERS of the trade in 

the Metropolitan New York 
area are going to file prices on 
some 200 items of contractors’ 
supplies. The list has been ap- 
proved and will be sent out in 
the near future. 











is not done by this office. 





How Our Collection Bureau Operates 


@ Send us a list of your delinquent accounts. 

Give us names, addresses and amounts due. 
We immediately issue to debtors our first letter at the same time requesting 
you to advise us in ten days if accounts are still unpaid. 
In ten days you check up accounts and advise of any still unpaid. THIS 
IS THE IMPORTANT FEATURE—TO FOLLOW UP EACH ACCOUNT. 
On receipt of your instructions we then issue our second letter which is 
a little more drastic and usually gets results. We again request you to 
advise in ten days if satisfactory settlement has not been received. On 
receipt of your reply we issue our third and final letter. 
If payment is not then made you are at liberty to proceed in any manner 
you see fit by turning account over to attorney, bringing suit, etc., which 


It only requires 30 days in which to determine whether or not an account 
can be collected without going to undue expense. 

Remember that the houses getting the best results are those that follow 
up their lists requesting us to issue our second and third letters. No letters 
are written without your instructions. 








Instruction sheet for members of the Philadelphia local group regarding the 


activities of the group’s collection bureau. 


This bureau is similar to that of the 


National Association 


THREE CODE AUTHORITIES 
APPROVED 
@ PERSONNEL of code 
authorities for the Chain 
Manufacturing Industry, the 
Electric Industrial Truck Manu- 
facturing Industry and the 
Chain Hoist Manufacturing In- 
dustry were approved by the 
National Recovery Administra- 
tor on June 20. 

For the Chain Industry: A. 
P. Van Schaick, director, Ameri- 
can Chain Company; F. A. 
Bond, vice-president, McKay 
Company; L. B. Cull, secretary- 
treasurer, Cleveland Chain 
Manufacturing Company; F. G. 
Hodell, treasurer, The Chain 
Products Company; D. S. Bris- 
bin, vice-president, Columbus- 
McKinnon Chain Corporation; 
E. W. Taylor, vice-president, S. 
G. Taylor Chain Company; 
Edgar Littman, president, 
Nixdorff-Krein Manufacturing 
Company; and Adolph Kurz, 
director, Western Chain Prod- 
ucts Company. 

For the Electric Industrial 
Truck Manufacturing Industry; 
James C. Morgan, vice-presi- 
dent, Yale and Towne Manufac- 
turing Company; E. J. Bartlett, 
president, Baker-Rauling Com- 
pany; S. K. Towson, assistant 
general manager, Elwell-Parker 
Electric Company ; T. W. Saitta, 
secretary, Crescent Truck Com- 
pany; L. J. Kline, general man- 
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ager, Mercury Manufacturing 
Company; and R. C. Haggerty, 
secretary-treasurer, Easton Car 
and Construction Company. 

For the Chain Hoist Manu- 
facturing Industry: D. S. Bris- 
bin, vice-president, Chisholm- 
Moore Hoist Corporation; A. P. 
Van Schaick, director, Ameri- 
can Chain Company; A. M. Har- 
rington, treasurer, Harrington 
Company; L. D. Cull, secretary- 
treasurer, David Round and 
Son; James C. Morgan, vice- 
president, Yale and Towne Man- 
ufacturing Company; and Carl 
S. Neumann, president, Union 
Manufacturing Company. 





A. M. Harrington and D. 8. Brisbin 


DISTANCES RENDER CODE 
ACTIVITIES DIFFICULT IN 
SOUTHWEST 


@ THE element of great dis- 

tances between centers is a 
deterrent to code activities in 
the southwest was pointed out 
recently by Ed Gollwitzer, sec- 
retary and manager of the 
Pratt-Gilbert Hardware Com- 
pany, Phoenix, Arizona, and 
members of the regional com- 
mittee for the area embracing 
West Texas, New Mexico and 
Arizona. 

He pointed out that Albu- 
querque, New Mexico, is 600 
miles from Phoenix and El Paso, 
Texas, 500 miles. No regular 
meeting of the committee has 
been held as yet. 

He pointed out, however, that 
an association, known as _ the 
Southwestern Hardware Whole- 
sale Distributors’ Association, 
holds meetings quarterly and 
that through this means cooper- 
ation is secured. 


PHILADELPHIA AREA RE- 
PORTS PROGRESS 

@ A HIGH degree of coopera- 

tion and a spirit of friendly 
relationship have characterized 
the code activities in the Phila- 
delphia area. In compliance 
with the decision of distributors 
in this area to file, prices are 
coming at a very satisfactory 
rate. 

Distributors in this area have 
operated a credit bureau for a 
good many years but its activi- 
ties, like so many other group 
efforts, have been greatly en- 
larged since the passage of the 
Recovery Act. An instruction 
sheet for distributors wishing 
to make use of the facilities of 
this bureau appears elsewhere 
in this section. 


CODE AUTHORITY ISSUES 
BULLETIN ON PRICE FILING 
@ BULLETIN number 11, is- 

sued by the code authority of 
the Industrial Supplies and Ma- 
chinery Distributors’ Trade on 
June 26, clears up an idea, said 
to be held by many, that all price 
filing provisions had been elim- 
inated. 

It quotes a statement by Ad- 
ministrator (Turn to page 73) 
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WHERE AND HOW TO SELL 
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SALES OPPORTUNITIES IN A 
LAUNDRY 


@ LAUNDRIES offer a steady 
market for steam plant sup- 
plies, due to the large amounts 
of hot water needed for wash- 
ing. Several sales opportunities 
are seen in the photograph ac- 
companying this article. Over- 
head light reflectors are rusted 
and need replacing. Pipe cov- 
ering is in poor condition. Only 
two of the six wash cylinders 
are in operation on this line 
shaft, which suggests a job for 
the transmission man. Soapy 
water on the floor makes foot- 
ing insecure and gives the sales- 
man a chance to talk about 
abrasive flooring. The unsight- 
ly drip pans below the hangers 
hint that power and oil might 
be saved through the installation 
of another type of bearing. 
Some of the washers are badly 
warped and will soon have to be 
removed. Hoists will come in 
handy in doing this job. 
Laundries are particularly ac- 
tive now as the family wash is 
always larger during the warm 
summer months when the house- 
wife is less inclined to do her 
own work. Hence laundries are 
good prospects for the industrial 
supply distributor right now. 
Contact them regularly. 





Laundries are good prospects for in- 
dustrial supply salesmen and this is 
their busy season. 
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A rigger’s job. This 45-ton steam 
shovel was carried 1500 feet from 
the job due to rock slide in the 
canyon where it was working. It 
Was recovered through the use of a 
7-part pulley and 1'-inch cable. 


STEEL CABLE SALES TIPS 


@ STEEL CABLE is necessa- 
rily sold on a basis of per- 
formance. 

The salesman calling on a con- 
tractor has a battery of argu- 
ments marshalled to prove this 
point. Blotts, the contractor 
who did the big job over at Dead 
Horse Canyon, used this cable 
and secured 150% better re- 
sults. Jones, Murphy, and 
Johnson, all of whom the con- 
tractor knows personally, have 
used it with satisfaction. The 
prospect places a trial order. In 
a reasonable time, the salesman 
asks confidently about the new 
cable. The contractor might 
slap the salesman heartily on 
the back, pass him a 15-cent 
cigar, and say: “Wonderful, my 
boy. It’s a godsend. I'll never 
use any other brand.” He might 
do that. Salesmen with fertile 
imaginations sometimes relate 
incidents of this kind after the 
fourth drink. 

It is equally possible that the 
contractor will declare between 
grunts that the cable lasts only 
half as long as the kind he has 
been using. 

In this event the salesman 
does a bit of checking. No doubt 
the customer had some cable on 
hand when the new cable was 
delivered. Quite likely the con- 


tractor himself was not present 
when the cable was _ installed. 
There have been instances where 
the salesman went to the job and 
found the cable the customer 
complained about still on the 
spool, unused. Therefore, the 
first point in handling cable com- 
plaints is to make sure the cable 
referred to is your cable. 

The second point is to see on 
what basis the comparison of 
cable was made. One kind of 
cable which was formerly used 
may have lasted 10 days on a 
tough drag line job. Yours, says 
the contractor, lasted only a 
week. 

Was there a holiday, or did it 
rain a couple of days, during 
the time the competitor’s cable 
was in use? The tons of rock, or 
earth moved with the cable is a 
better basis of test than the time 
elapsing between cable changes. 
Even on this basis, an inferior 
cable might make a better show- 
ing. What was the nature of 
material moved with the two 
cables? 

In common with salesmen of 
any other line, the good cable 
salesman will never permit the 
discussion to become an argu- 
ment. He merely asks leading 
questions in a manner which 





Dredges are important users of ca- 
ble. This dredge uses 900 feet of 
1%%-inch cable as standard equip- 
ment. Government aid for river and 
harbor work is aiding this business. 





causes the customer to reply 
favorably. 

While almost any cable user 
will venture an opinion that a 
certain cable is better than other 
kinds, few have made tests that 
will stand critical investigation. 
Therefore, the business of cable 
selling resolves itself into this 
fact: Cable is sold on the user’s 
belief in its performance. 
Considerable second-hand ca- 
ble is used, purchases for as low 
as 5 cents per foot against 40 
cents for new cable. Any sales- 
man selling reliable cable should 
be able to beat this competition. 
The original saving is quickly 
lost through the cost of chang- 
ing cable frequently and the 
cost of delays should a change 
be necessary during working 
hours. 

Care should be taken in ac- 
cepting telephone orders for ca- 
ble and under no circumstances 
should they be filled without 
complete information. You can’t 
specify the proper cable unless 
you know exactly what job it is 
expected to do. , 
Among the important users 
of steel cable, it is well to keep in 
mind logging camps, stone quar- 
ries, sand and gravel plants, 
dredges, contractors, railroad 
repair shops and_ wrecking 
crews. 


Here’s a view of the inside of a 


boiler furnace. There’s evidence 
aplenty of the terrific heat which 
has been let loose. 


WHAT THE FIRE BRICK YOU 
SELL MUST STAND UP UNDER 


@ IT will pay the refractory 

salesman to get inside of a 
boiler furnace and see for him- 
self what has been going on 
there. Before your eyes is evi- 
dence of the terrific heat that 
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has been let loose. Bricks have 
been melted like glass, if they 
were poor bricks. In any case, 
they are all covered and have 
been dripping with what was 
once molten slag. Falling 
arches; tumbling walls! When 
you come out of such a place, 
you have, for the first time, a 
profound respect for refrac- 
tories. 

With the tremendous pres- 
sures and temperatures at which 
steam is generated today, and 
with boiler ratings so high that 
they would have been scoffed at 
a few years ago, one can begin 
to understand how important is 
the refractory material which 
must sustain and direct the heat 
necessary for such operations. 


SELLING THE COMPANY 
OWNED GARAGE 


@ OF course you know that 

many of your accounts have 
a garage where they maintain 
anywhere from 10 to several 
hundred trucks. But do you 
know how much potential busi- 
ness there is to be had from this 
source? Let’s take a quick trip 
through a company owned ga- 
rage and look over the sales pos- 
sibilities. 

The photograph on this page 
was taken in a 75-truck garage. 
Note the supply items used here, 
including a lathe, shaper, two 
drill presses, power hack saw 
machine, welding outfit, greas- 
ing equipment, air compressor, 
electric motors, flat and V-belts, 
pulleys, shafting, grease and oils, 
fire extinguishers, and a com- 
plete assortment of shop tools. 

Not all shops are as well 
equipped as this is and herein 
lies an opportunity for the in- 
dustrial supply salesman. Call 
on the superintendents of your 
better equipped garages. Ask 
them if their lathes, power hack 
saws, and other equipment have 
paid for themselves. No garage 
superintendent will deny his 
own wisdom in the purchase of 
these items. Armed with facts 
about comparable plants in your 
territory, you have real am- 
munition for selling the under 
equipped garage. 

The plant where the photo- 
graph shown here was _ taken 
happens to be a brewery, estab- 





Industrial supply items used in this 
company owned garage include a 
lathe, shaper, drill press, power hack 
saw machine, welding outfit, air 
compressor, electric motor, flat and 
V-belts, pulleys, shafting, grease, oils, 
fire extinguishers and shop tools. 


lished long before legal beer and 
up to that time working on a 
lean margin of profit. When real 
beer came back its volume leaped 
skyward. 

As many new trucks were pur- 
chased as the company’s lean 
finances permitted. All idle old 
trucks were pressed into service 
and many a vintage of 1920 
creaked along the pavement on 
solid rubber wheels. Nightly 
the garage staff was busy tight- 
ening and replacing bolts, over- 
hauling and making general 
repairs. This is still being done 
and complete garage equipment 
as described is easier to sell than 
ever, because day by day finances 
are improving. The company 
owning the garage illustrated 
here has earned over one million 
dollars since beer became legal. 
This money is being used for 
two purposes, to pay debts and 
buy new equipment. 

Now this brewery has money 
in the bank and a breathing 
spell. The old cars have been 
rebuilt to new car condition, but 
until now time could not be 
spared for the longer jobs of re- 
building truck bodies and paint- 
ing. Right now, however, the 
brewery is buying blow torches, 
sand paper, emery cloth, scrap- 
ers, paint and associated sup- 
plies for truck body work. 

The fact that one brewery is 
doing this (Turn to page 81) 
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A view of the deck plates and superstructure of a barge. 
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All bottom and side plates of the steel barges are welded. 


ES OF WELDING 


There's profit in selling welding equipment and supplies when you 


know how. 


J. E. Haseltine, industrial distributor of Portland, 


Oregon, knows how as the landing of this huge order will testify 


@ THOMAS J. MALONEY, 

salesman, and Ralph Beeler, 
welding specialist, both of J. E. 
Haseltine and Company, Port- 
land, Oregon, recently tangled 
with an order and succeeded in 
pinning it to the mat, which in- 
volved a job requiring 15 miles 
of welding, six tons of elec- 
trodes, besides the sale of sev- 
eral arc welding machines. A 





Structural steel work and the plates in- 
side of the hulls are welded. 
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selling job of this class is worthy 
of attention as indicative of the 
fact that big orders are once 
more being obtained through 
conscientious and unremitting 
effort. 

Four great steel barges have 
just been completed by the 
Crown-Willamette Paper Com- 
pany for transporting wood 
chips from its chipper plant at 
Cathlamet to its paper mills at 
Camas, Washington. These 
barges are each 135-feet long by 
36-feet wide, and there is in each 
150 tons of steel, practically all 
of the fabrics being welded. 

The photographs speak more 
eloquently than words of the size 
of the welding equipment and 
materials order. After the or- 
der was taken, to see that it was 
properly serviced required that 
Mr. Beeler, the welding special- 
ist, be on the job much of the 
time. 

J. E. Haseltine and Company 
are industrial distributors who 
have made an outstanding suc- 
cess in the selling of both arc 
and acetylene welding equip- 


ment and supplies for several 
years past. This has been ac- 
complished by going into this 
line properly equipped and 
stocked and by making a careful 
study of the subject. Finally, 
through the employment of a 
welding specialist thoroughly 
grounded in his business they 
have brought all of their sales- 
men into (Continued on page 80) 





Welding the cross members on one of 
the four barges. 








PAPER MILL 
There are 120 standard sized ball bearing pillow blocks in use 
on this special machine in a paper mill. 


FEED MILL 
Roller hanger bearings installed on a lineshaft in a feed mill. 
Feed mills are excellent bearing prospects. 


HELPFUL HINTS ON SELLING 


ANTLFRICTION BEARINGS 


Markets — Sales Pointers — Applications 





OIL FIELD 








Where to Sell Anti-Friction Hanger Bearings and Pillow Blocks 





Industries A B Industries A | B 
Aviation @ /|Blast Furnaces 7 
Electric Light & Power Plants @ |Machine Shops * 
Gas Plants @ (Flour and Feed Mills e 
Water Works & Filtration @ |Foundries 7 
State, City & County Inst. @ |Mechanical Machinery J 
Government Institutions @ |Electrical Mach. & Eqpt. oe 
Highway Departments @ |Glass € 
River, Harbor & Canal Comm. @ |Gelatine, Glue & Soap a 
Sand & Gravel Plants +* Sugar Mills * 
Quarries 7 Canning & Preserving & 
Coal Mines * Dairies, Ice Cream & Cheese | @ 
Metal Mines t ) Beverages | @ 
Misc. Mines * Smelting & Refining e@ | 
Petroleum & Gas Wells e Automotive e@ 
General Construction @ {Shipbuilding & Dry Docks | oe 
Dredging @ | Brass, Bronze & Copper Wkg.|) @ 
Hospitals @ | Railroad Repair Shops = 
Steam Laundries @ |Forge Shops y 
Cleaning & Dyeing Plants @ |Stamping & Enameling 2 
Chemicals, Drugs, Ete. & Cotton Manufacturers * 
Ceramics, Brick & Tile # Knit Goods ee 
Coke & Mfg. Gas. @ |Silk Manufacturers a 
Cement, Lime & Gypsum Plants|| @ Woolen Mills ca 
Fertilizer Plants = Rayon Mills ge 
Logging Camps & Saw Mills & Other Textile Industries * 
Independent Planing Mills @ |Shoe Factories e 
Furniture Factories @ | Other Leather Products & 
Box Factories @ |Concrete Products * 
Sash & Door Mills @ | Marble & Stonework * 
Other Wood Industries @ | Paper Mills Be 
Clothing @ | Tobacco we 








A—OUTSTANDING MARKETS 


B—GOOD MARKETS 











Roller bearing pillow blocks used on pumping 
power unit in the oil field. 
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Anti-Friction Bearing Sales Pointers 


1. Check conditions of service such as load, speed, 
dust, water and excessive temperature to avoid 
misapplication and trouble. Several types of bear- 
ings are made by anti-friction bearing manufac- 
turers to accommodate severe dust and water con- 
ditions as well as heavy loads and high speeds. 
When in doubt check with your manufacturer. 

2. It is dangerous sales practice to hold out to the 
consumer inducements in the form of tremendous 
power savings because conditions of service vary 
widely and customers understand this. An exag- 
gerated claim as to power saving is apt to cause 
the customer to substantially discount your entire 
presentation. 

3. Anti-friction bearings materially reduce mainte- 
nance costs because frequent lubrication is not nec- 
essary and rebabbitting is entirely eliminated. 
While conditions vary and it is impossible to make 
one statement fit every case, there are many instal- 
lations where plain bearings formerly used re- 
quired attention one or more times a day, whereas 
anti-friction bearings operating under the same 
conditions required attention but once a month. 
Under norraal conditions an anti-friction bearing 
will operate for six months with one charge of 
lubricant. 

4. An anti-friction bearing is particularly desirable 
where cleanliness is essential. If equipped with 
efficient grease seals, these bearings will not leak 
oil which in many cases would result in spoilage 
of goods in process. Food products plants, textile 
mills and laundries are typical plants where this 
point should be emphasized. 

5. When possible the customer’s requirements should 
be determined in advance and the presentation 
made to fit. If cleanliness is a point, use that; if 
there is a severe abrasive dust condition, play that 
up, and so on. 

6. Anti-friction bearings of self-aligning construction 
have eliminated shaft misalignment, one of the 
chief causes of excessive maintenance. 

7. The useful life of a bearing is greatly increased 
by a reduction in the average operating load, or 
by a slight increase in the size of bearing for the 
same load. 

8. Bearings should be properly lubricated for the con- 
ditions of load, speed and maintenance require- 
ments which must be met. 





OIL FIELD 
Roller bearing pillow block mounted on an adjustable base 
plate in pumping service in the oil field. 








RUBBER PLANT 
Large roller bearing pillow blocks in use in a rubber plant. 








oe 


LIME PLANT STARCH PLANT 


Roller bearing pillow block used in a lime plant. This is very Roller bearing pillow blocks installed on a line shaft driving 
severe service because of the heavy abrasive atmosphere. bag filling machines in a starch plant. 


JULY, 1934 








PLANNED SELLING REMOVES 





TE 











6 PRICE CRUTCH 


How this important Milwaukee distributor is endeavoring 
to improve his sales efficiency 


By HAROLD C. NORMAN 


Sales Manager, Shadbolt and Boyd Company, Milwaukee 


@ WITH the passing of sweat 

shop wages and the 12-hour 
work day, manufacturers have 
found it necessary to step up 
their prices to the distributor. 
Distributors, in turn, are more 
or less’ standardizing their 
prices. Therefore, in selling the 
industrials, price competition is 
gradually succumbing to engi- 
neering and service competition. 
This march forward demands 
more pressure from the sales 
department than during the’days 
when production, not consump- 
tion, was king. It means that 
the sales manager and every 
salesman must be a sales engi- 
neer. We must be trained in the 
proper applications of every 
product carried in our ware- 
house. We must be experts in 
planned marketing. 

We are trying to improve our 
selling in several ways. At the 
close of the month, every sales- 


man is given copies of all in- 
voices which have gone out to 
his customers during that 
month. From the variety and 
kind of items he sells the fol- 
lowing month, it is a simple 
matter to tell whether or not he 
is taking advantage of this help 
by following up the sales of the 
previous month. 

At our frequent round-table 
discussions, the men bring their 
invoices with them. The pur- 
pose of these informal meetings 
is to talk over what they are 
selling. We may ask our man 
in the central Wisconsin terri- 
tory what he has been selling to 
the paper mills in Neenah and 
Menasha. Then we will ask one 
of our city men if he has been 
selling these items to the paper 
mills in his territory. It often 
happens that two men calling on 
the same industry are selling 
entirely different supplies and 





stimulating sales. 





PRACTICAL SALES HELPS 


1. Provide our salesmen with copies of invoices monthly to keep 
them advised as to just what they are selling. 


2. Hold frequent round-table discussions at which time the men 
discuss among themselves what they are selling to various types 
of plants. These practical discussions are particularly helpful in 


3. Visit industrial exhibits held in and near Milwaukee and pickup 
valuable sales information concerning products displayed. 


4. Study the catalogs of present and potential accounts with a view 
to learning something about the products made. 


5. Maintain a loose leaf notebook in which are listed 12 major lines 
together with each salesman‘s monthly performance by line. 


6. Maintenance of a card record on active and inactive accounts, 
giving a quick picture of sales results by accounts. 








equipment. As a result, our city 
man asks the central Wisconsin 
man how his paper mills are 
using a certain product he has 
sold them, and vice versa. This 
comparison of what each man is 
selling stimulates a practical dis- 
cussion of product applications 
which could not be duplicated in 
any amount of textbook study. 

Our second method for train- 
ourselves to be sales engineers 
is to visit all exhibitions of new 
machinery and allied parts in 
Milwaukee and nearby cities. 
By talking to the representa- 
tives of the companies who are 
showing their products, we learn 
all about the maintenance sup- 
plies and repair parts which the 
new machines and equipment 
are going to require. We also 
find out if any industrials in our 
trade territory already own or 
are considering the purchase of 
any of the machines. Then we 
can call on them with a specific 
service to offer. 

Our third method is to ask for 
the catalogs of our present and 
potential accounts and make a 
careful study of the products 
they make. This leads to the 
sale of many items which we 
would never think of suggesting 
if we were only familiar with 
their major line. 

There are too few manufac- 
turers who are doing much to 
encourage their distributors in 
the art of planned selling. Just 
the other day, we were discuss- 
ing with one manufacturer the 
fact that they were not only 
competing with their own com- 
petitors but with every other 
line we carry. If they do not 
make a point of gaining our 
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salesman’s_ interest through 
some manner of sales assistance, 
he will naturally concentrate his 
efforts on the products of those 
manufacturers who do. It is in- 
teresting to compare our volume 
on the products of manufactur- 
ers who cooperate with us 
against those who merely try to 
get their goods in our warehouse 
and then consider their function 
at an end. 

Instead of a lot of beautiful 
pictures and glowing descrip- 
tions, we suggest to our sources 
that it would be far more con- 
ducive to sales to list as many 
applications as possible; to show 
several photographs of the prod- 
uct actually in use under vary- 
ing conditions. Distributors’ 
salesmen need more than catalog 
pictures and descriptions; they 
need engineering information 
told in practical, every-day lan- 
guage. 

We once lost a very important 
account through some trifling 
matter. We discussed it among 
ourselves and concluded that 
they could not be brought. back 
into the fold by telling them to 
let by-gones be by-gones; or by 
telling them that they knew we 
were a good house and carried 
guaranteed merchandise and 
gave prompt service and should 
be given another chance; or by 
letting them leaf through our 
beautiful catalog. No, we knew 
that was a waste of time. Our 
only chance to win back their 
business was to give them an 
idea that would eliminate or 
speed up an operation, reduce 
the cost of maintenance, or im- 
prove the quality or appearance 
of their product. After consid- 
erable study of their catalog 
and several interviews with our 
manufacturers, we found the 
specific idea we were looking for. 
It worked like a charm. And 
ever since we have been grad- 
ually getting back into their 
good rraces. 

If ever there was a time in 
the history of distribution when 
it was necessary to sell ideas 
rather than merchandise, that 
time is upon us now. The day 
of generalities is gone. This is 
an age of specific suggestion. 

Incidentally, in handling sales- 
men, the same thought applies. 
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This card record is filed geographically and alphabetically. There is 
a card for every active account which gives us a quick picture of the 
regularity of every salesman’s calls and warns us when purchases are 


falling off. Inactive accounts are filed separately and are posted for 


one year only. 
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You can’t expect the same sales 
talk to steam up all of your men. 
You’ve got to have the facts on 
their performance, and discuss 
each man’s problem individual- 
ly. To facilitate the gathering 
of facts we have two records. 
The first is kept in a loose-leaf 
notebook. It lists 12 lines which 
we consider major, such as rub- 
ber goods, electric tools, taps 
and dies, drills, abrasive wheels, 
saws, and soon. The remainder 
of the list would vary according 
to the industrial location of the 
distributor. Opposite the line, 
we enter each man’s perform- 
ance for the month. 

By going over these figures, 
we know where each man is do- 
ing a good job and where he 


needs to increase his engineer- 
ing knowledge. Salesmen are 
playing a difficult role these 
days. They respond to encour- 
agement rather than upbraiding. 
Hence, whenever possible, I like 
to begin these interviews by con- 
gratulating him on the lines he 
is selling and then asking him 
what we could do to help him 
increase his sales of other lines. 

Every man has a few lines 
which he knows how to sell. If 
he is complimented when he has 
earned it, he is ready and will- 
ing to listen to constructive 
criticism on those lines in which 
he knows he is weak. This study 
of volume by line by salesman 
leads to the simplest and most 
productive (Turn to page 62) 
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Top: The new building in which all of 
the Swords Company departments have 
been consolidated. 


Middle: Manufacturers’ exhibits were 
greeted with a great deal of interest 
despite a counter-attraction of beer. 


Bottom: Magnetic crane in the pipe 
warehouse. It can handle as many as 
four lengths of 31/2-inch pipe. 


@ “WE’RE going to have a 

party and you’re invited.” So 
read an invitation sent to 1500 
men, who are factors in the pur- 
chase of industrial supplies and 
equipment, by The Swords Com- 
pany, Rockford, Illinois. The 
“party” was held on Wednes- 
day, June 6, to celebrate the 
completion of the huge task of 
centralizing all of the company’s 
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SWORDS’ EXHIBIT 
WAREHOUSING 


Five hundred invited guests, all factors in the 


purchase of industrial supplies, were given an 
opportunity to see for themselves the modern 
facilities of The Swords’ Company, Rockford, 
Illinois, and the display of 35 manufacturers at 


a June 6 ‘open house," 


held in celebration of 


the consolidation of all divisions of the com- 


pany in one modern building. 


divisions in one big, modernly 
equipped building. 

The guests came, over 500 of 
them—general managers, pro- 
duction managers, chief engi- 
neers, superintendents and buy- 
ers; they saw—a fine, modern 
building equipped with the lat- 
est facilities for warehousing 
and handling supplies and the 
interesting displays of 35 manu- 
facturers; they were conquered 
—by a spirit of sincere friendli- 
ness which was capped by a buf- 
fet supper, beer and music from 
master wielders of the accor- 
dion and mandolin. 

As visitors entered the build- 
ing, the girl at the desk asked 
each man to register and gave 
him a folder outlining the divi- 
sions and services of the com- 
pany and the men who are in 
charge of them. The register 
will form the basis of an up-to- 
date mailing list. 

Perhaps the first thing which 
impressed visitors was that 
stocks are classified according to 
groups — power transmission 
supplies, materials handling 
equipment, production _ tools, 
hand tools, steam specialties, 
and so on—so that items which 
are likely to be serviced at one 
time are together. 


Then the novel method for the 
storage and handling of pipe 
aroused considerable interest. 
The various sizes are classified 
in different bays or pits. An 
overhead carrying system with 
a magnetic crane makes con- 
tact with one large size as 
shown in the accompanying pho- 
tograph or as many as four 314- 
inch lengths and conveys it or 
them out through the door to 





Charles W. Litsey, general manager of 
The Swords Company. 
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the gondola. It formerly took a 
gang of eight men all day to load 
or unload a car of pipe whereas 
now one man operating the 
crane and another checking the 
bills of lading can easily load 
or unload one car in an hour 
and a half. The new carrying 
system has already paid for it- 
self many times. It is also used 
to deliver pipe to the pipe 
threading machine. The cradle 
for this purpose is just visible 
in another photograph. 

Wide aisles and an overhead 
conveyor system which takes 
packages right to the bin have 
further contributed to the serv- 
: ice which Swords is now able 
to give. 

Notice the triangular racks 
for storing wire rope. They are 
made of channel iron and cov- 
ered with aluminum paint. The 
rope is easily accessible and the 
spools are easily lifted by an 
overhead conveyor. Formerly, 


Manila rope is handled efficiently in 
this manner, being uncoiled from the 
inside. 
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FEATURES MODERN 
FACILITIES 





wire rope was kept on the floor 
and it took almost twice as long 
to fill an order. At the right in 
this picture you can see that 
rubber hose is stored in the 
same manner. 

Along the aisle between these 
two racks and extending to the 
rope, cordage and twine storage, 
the floor is marked at five foot 
intervals for measuring pur- 
poses. 

All of the “wrestling” which 
was formerly necessary in order 
to handle the bales of rope, cord- 
age, and the twine when they 
were stored on the floor has now 
been eliminated by the new stor- 
age method. The bundles are 
not only out of sight, which 
contributes to the orderliness of 
the floor, but they require no 
floor space. In addition, the rope 
is unwound from the inside. 

The entire stock is on one 
floor and doorways are large 
enough so that trucks can drive 
into the warehouse to the very 
aisle where they are to be un- 
loaded. 

Operating by electric light all 
day long was the order of the 
day at the old warehouse. Now 
artificial lighting is never used 
except when it is so dark out-of- 
doors that automobile headlights 
are turned on. As a result, the 
electric bill has been cut be- 
tween $50 and $75 a month. 

It takes time and trouble to 
arrange one of these parties for 
customers but The Swords Com- 
pany is satisfied that the time 
and money spent will be re- 
turned a hundred fold. Its cus- 
tomers were given a clear pic- 
ture of everything in stock, 
leading lines were demonstrated 
by well-informed factory men 
and finally, visitors were im- 
pressed with the fact that The 
Swords Company, through the 
















































Top: Wire rope is stored on these reel 
racks. They are made of channel iron 
and painted with aluminum paint. 


Middle: Well arranged racks for the 
storage of steel goods attracted con- 
siderable attention from the visitors. 


Bottom: All work and no play makes 

Jack a dull boy. Here the guests are 

being entertained while they quaff a 
few on the side. 


employment of the most modern 
methods of warehousing and 
handling, was doing its utmost 
to keep the cost of distribution 
on industrial supplies to the 
absolute minimum. Sales pro- 
motion of this type is worth 
every cent it costs for it gives 
the customer a chance to see at 
first hand what the distributor 
has to sell. 
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i Osborn ““Master Wheel” is a “brush of a 
thousand uses.” Its advantages are many. 
Here are a few: 


Its unique construction makes possible an un- 
usual density of wire at the brush face. This 
speeds up work, minimizes bending action of the 
wire and prolongs the life of the brush. 


Osborn Master Wheels are readily adaptable to 
any size shaft. All sizes of Osborn Master 
Wheels .... from 4” to 15” in diameter .... have 
a standard 2-inch opening. Osborn Adapters 
(arbor hole sizes range from 14” to 134”) snap 
into the standard 2-inch opening. 


For many classes of cleaning, buffing, polishing 
and brushing, Osborn Master Wheels give maxi- 
mum performance at minimum cost. 


*“Brush Conscious” Salesmen are alert to the sales 
opportunities provided by Osborn Master Wheels. 


eae iat ok aie THE OS80RN MANUFACTURING COMPANY 


Osborn Master Wheel 5401 Hamilton Avenue — Cleveland, Ohio 
Sales Offices: New York, Detroit, Chicago, San Francisco 
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Osborn Adapters are snapped into the standard 
2-inch opening of the Osborn Master Wheel. 


The Adapters inserted, the Master Wheel is 
quickly mounted on the shaft. 


(below) 


The flange and nut fasten 
the Master Wheel securely 
on the shaft. (Master 
Wheels are also used on 
portable tools.) 
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WORTHINGTON CLINIC 
HUGE SUCCESS 
@e THE George Worthington 

Company of Cleveland, Ohio, 
held an industrial clinic at its 
plant on Wednesday, June 6. 
Approximately 900 industrial 
buyers, master mechanics, and 
general superintendents at- 
tended. 

The party opened in the after- 
noon and ran right through the 
early part of the evening. The 
guests were taken through the 
adjoining plants and _ ware- 
houses of the company where 
the general merchandise ,was 
displayed. About 20 manufac- 
turers exhibited their products 
through a booth arrangement, 
each having several sales repre- 
sentatives present. Of especial 
interest were demonstrations of 
tapping and drilling put on by 
the Greenfield Tap and Die Com- 
pany and the Cleveland Twist 
Drill Company. 

A buffet lunch was served at 


A department dedicated 
to better sales promotion 
methods in the supply 
business. Distributors are 
invited to contribute ideas 
on any activity of a sales 
promotional nature in or- 
der that maximum good 
may be obtained from an 
exchange of ideas. 


5:30 and afterwards drawings 
were made for the prizes con- 
tributed by the various manu- 
facturers whose products were 
on display. 

In a plant such as that of the 
George Worthington Company, 
where there are thousands of 
items, it is almost impossible to 
display them and a purchasing 
agent must often buy these vari- 
ous items through a catalog. 
This company believes that by 
putting on such a clinic the 
buyer and his staff have an op- 


AUTOMOTIVE HARDWARE WELDING 


=» 





An unusually good welding display in the window of J. E. Haseltine and Company, 

Portland, Oregon. It is featured by excellent application photographs taken on a job 

sold by the company. This type of promotion has proved very successful where 
distributors are located in the heart of a business or industrial district. 
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portunity to look over the goods 
themselves and get a clear pic- 
ture of what a complete line is 
handled. Not only does the pur- 
chasing agent get a first hand 
picture of one of his local 
houses, but the company gets 
valuable information which can 
be used towards better sup- 
plying the purchasing agent’s 
needs. 

H. H. Riddle, manager of the 
mill supply department, is en- 
thusiastic about this type of 
sales promotion, this being the 
second clinic of this kind held 
in the last two years. Without 
a doubt, it is one of the few 
ways of getting the buyer into 
the distributor’s warehouse in 
the proper frame of mind. 


ROSS - WILLOUGHBY BROAD- 
SIDES SELL ITS SERVICES 
e THE Ross-Willoughby Com- 

pany, Columbus and Spring- 
field, Ohio, of which W. C. “Bill’’ 
Hunter is president and general 
manager, has used with consid- 
erable success a series of broad- 
sides to tell the story of the dis- 
tributor and, more specifically, 
the story of Ross-Willoughby. 

One, a six-page layout, was 
titled, “A Supply Service that 
aids you in operating at a profit 
now.” It was made to fold to 
814-inches by 11-inches with the 
title page and a very simple back 
page appearing in the folded 
form. The story told on the in- 
side pages was similar to that 
which has been featured by the 
Joint Merchandising Committee 
with the exception that all points 
were illustrated with specific in- 
stances of how Ross-Willough- 
by’s facilities enabled the indus- 
trial buyer to save money on in- 
dustrial supplies and equipment. 
Pictures (Continued on page 62) 
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The LEADERSHIP 
of Pie 





Safeguard Automatic 
Liquid Level Gauge 


Navy Type Liquid 
Level Gauge 


The leadership of Pen- 
berthy Products is the 
inevitable result of years 
of conscientious effort to 
put better materials and a 
greater measure of skill 
in their manufacture. 


The highly satisfactory 
performance of Penber- 
thy Products creates re- 
peat business and good 





Gas Engine 
Lubricator 





Screw Plunger Spring Compression 


will for the distributor Grease Cup Grease Cup 
who handles them. 
Penberthy Products are 
sold only through the 
jobbing trade. 
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Plain Compression 
Grease Cup 


Plain Brass 
Oil Cup 





Ejector, Syphon or Jet Pump 


PENBERTHY INJECTOR COMPANY 


“SIN 1886 DETROIT “WINDSOR.ONT. 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR MAY, 1934 
100 — Average Monthly Sales, 1923—1925 


1933—Broken Black Line 


1934—Solid Black Line 


Supply sales for May push Sales Indicator to new high. 
Advance reports for June indicate decrease. 


@ WITH many distributors in all sections of the 

country equalling or surpassing their average 
monthly sales for the years 1923-1925, the Sales 
Indicator for May rises to a new high, 74.6. This 
figure not only compares very favorably with the 
67.9 in April but appears tremendously high when 
viewed from May, 1933, when the Indicator 
read 44.8. 

Substantial increases were registered in all 
quarters save the Pacific Coast. An article else- 
where in this issue by W. Campbell of the Camp- 
bell Hardware Company, Seattle, Washington, will 
explain clearly why a drop was suffered in this 
section. The Longshoremen’s strike has tied up 
all types of industry to an alarming degree. In 
view of this, it seems that the Pacific Coast dis- 
tributors did well to hold their Indicator at 69.8. 
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The North Atlantic Indicator reads 73.1 as com- 
pared with 63.4 in April; the Southern States Indi- 
cator hits a high of 88.1; the Middle West shows 
a nice increase to 69.5; and the West jumps to 
85.7. 

While it would be pleasing to all if business 
would continue at this level in June, it appears, 
from reports based on the first 25 days, that a 
rather large drop will register itself in the Indi- 
cator. Conditions have not cleared up on the 
Pacific Coast nor do June sales look quite as prom- 
ising in other sections. 

The decrease in sales will be about 10% in the 
East, 10% to 15% in the South, 5% to 10% in 
the Middle West, none in the West and from 20% 
to 50% on the Pacific Coast, if these advance 
reports are indicative of sales for the month. 
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BULL DOG | 
Gold Edge 7. Two-Pulle 
BELTING is a proved belt of exceptional strength and uae 
flexibility. Vertical 
It is not a raw edge belt because the edges are not raw. 
ip Each ply of duck is a continuous full width, free of seams 
| and joints, from one edge of tle belt to the other. The 
rifter with Tight edges are cemented and sealed with high grade rubber, 
nd Loose Pulleys thoroughly impregnating both edges of the belt and pro- 


tecting them against moisture, dust and abrasion. 


{|} Being made of closely-woven silver hard duck and with 
exceptional friction adhesion between each ply, Bull Dog © 
absorbs the shock and strain of sudden starting and over- 
loads without permanently elongating. 


BULL DOG belts do not dry out and harden but remain 
alive and elastic until they are worn out. A belt in which 
the friction hardens soon develops ply separation and 
deterioration, and often “dies” out before it “wears” out. 
Bull Dog Gold Edge belting is a flexible, unified struc- 
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“ys . . Vertical Open 
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BOSTON WOVEN HOSE & RUBBER CO. 
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hooks firmly, may be run on either side, and makes the 
most satisfactory endless belt known to industry. 0 
BULL DOG Gold Edge belting is the ideal, universal, all- 
purpose belt. | 
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PEPE LETT NORTH ATLANTIC STATES 


For the first time since figures for the Sales Indicator have been gath- 
ered, the index for this group “breaks 70,” reaching 73.1 for May as compared 
with 63.4 in April, a gain of almost 10 points. While most distributors 
reporting look for a drop of from 5% to 10% in June, a few expect to hold 
their own or register a gain. 
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SOUTHERN STATES 


Reports from 22 distributors in this section push the Indicator to a new 
high of 88.1, as compared with 78.2 in April, the previous high point. Almost 
uniformly, these distributors expect decreases of from 5% to 20% in June 
sales, with only a very few expecting results equal to May. 


MIDDLE WESTERN STATES 
Slow, steady progress is registered by the Sales Indicator for the Middle 
West with a reading of 69.5 in May as compared with 61.6 in April. In- 
cidentally, this figure is well above the previous high point. The outlook 
for June is for slight decreases all along the line, probably accounted for by 
the falling off in the steel and automobile industries. 


WESTERN STATES 
While only a few distributors in this region are reporting sales, the uni- 
form increases registered in May pushed the Indicator to 85.7. Furthermore, 
no drop is expected here in June, thus establishing this as the only section 
with such expectations. 
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PACIFIC COAST STATES 


The Longshoremen’s strike cut a large chunk of business from distribu- 
tors on the Pacific Coast, pushing the Indicator from 75.5 in April to 69.8 in 
May. All the damage has not been done, however, for drops of from 20% 
to 50% are expected in June. 
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The new building. 


City sales room. 


The belt shop. 


General offices. 


Dayton Distributor Moves 
Into New Home 


@ THE accompanying views will give a very clear 

idea of the fine new home into which The 
Klinger-Dills Company, Dayton, Ohio, moved on 
January 15. The building is at 116-120 North 
Jefferson Street, directly across the street from 
the company’s old location. 

P. W. Klinger, president, said, ‘The new build- 
ing gives us a very decided increase in floor space 
and exceptionally good working conditions for our 
organization. It has facilitated our ability to give 
our customers service. As a result, our business 
has been proceeding on a very satisfactory basis 
since we made the move.” 

Directly across the street, the company has se- 
cured a reserved parking space for the con- 
venience of those customers who drive in. 


A stockroom view. 


MILL SUPPLIES 








RIOR 72 





DOUBLE BEST FORMER RECORD 


GOODYEAR COMPASS (coro) ENDLESS 









BELT 


SPECIFIED BY G.T.M. FOR BEATER DRIVES 


RHINELANDER PAPER COMPANY, 
RHINELANDER, WIS. 


LENIX SNUB 


MOTOR DRIVE 


EW, if any, industrial jobs are [ims 

harder on belts than paper mill e 
beater drives — especially in a plant 
like the Rhinelander Paper Company, 
Rhinelander, Wisconsin, that has 
been operating at capacity all through 
the depression to supply the demand 
for their famous grease-proof glazed 
and waxed papers. 


In 1931, the Rhinelander people became “fed up” 
with belt troubles—stretching and other difficulties 
that were interrupting production. They put it up 
to the G.T.M.—Goodyear Technical Man. 


G.T.M. RECOMMENDS 
COMPASS (CORD) ENDLESS 


After carefully checking operating conditions with 
Mr. George H. Suhs, Plant Engineer of the company, 
the G.T.M. specified Goodyear COMPASS (Cord) 
Endless Belts, 25‘ long by 20” wide, for the battery 
of large 2,000-pound capacity Jones-Horne Beaters. 


Let Mr. Suhs tell you the results. He writes: 


“Formerly the average maximum life of our belts 
was only 19 months. Today, a number of your 


THE GREATEST NAME 


= 
= 
= 
= 
= 
i 


BEATER 


A great sales story: 3 years’ continuous serv- 
ice, against previous average of 19 months! 


(@)-SPECIFIED BELTS 
WIN “SHOW DOWN” ON 
BUSY PAPER MILL'S 
BEATER DRIVES 


Goodyear Compass (Cord) Endless Belt on 
Lenix Drive, Rhinelander Paper C 
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COMPASS Belts have been running 
continuously for more than three 
years——- many more than two years — without 
stretching or stoppage for repairs!” 


A REAL SALES-HELP 


Actual performance records like this “talk the 
language” of purchasing agents and engineers—help 
Goodyear Mechanical Rubber Goods Distributors 
and their salesmen sell more Goodyear products. 
If you are not a Goodyear Mechanical Rubber 
Goods Distributor, why not inquire if there is an 
opportunity for you to be one? Just write Goodyear, 
Akron, Ohio, or Los Angeles, California. 


BELTS - MOLDED GOODS 


HOSE - PACKING 


MADE BY THE MAKERS OF GOODYEAR TIRES 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 
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J. M. C. EXHIBITS AT PUR- 
CHASING AGENTS’ 
CONVENTION 


@ WITH a booth which was vis- 

ited by over 900 purchasing 
agents and a talk by Alvin Smith 
to all of the presidents and sec- 
retaries of local purchasing 
groups, The Joint Merchandising 
Committee did much for the dis- 
tributor’s cause at the annual 
convention of the National As- 
sociation of Purchasing Agents, 
held in Cleveland, June 18 to 
June 21. 








In the booth, evidence was 
presented to prove that the dis- 
tributor is the most economical 
source of supply on industrial 
supplies. W. E. Cain, executive 
secretary of the J. M. C. and 
Alvin M. Smith, chairman, were 
in attendance to further elab- 
orate on the evidence shown. In 
addition, Mr. Smith conducted a 
series of luncheon and dinner 
meetings with leading purchas- 
ing executives to further im- 
press them with the importance 
of buying through the distribu- 
tor. 

It is noteworthy that one of 
the principal speakers, the pur- 
chasing agent for the Standard 
Oil Company of California, point- 
ed out that there was nothing 
wrong with the distribution of 
industrial supplies but that pur- 
chasing agents made it hard for 
themselves by not building up 
strong, efficient distributors 
through the simple means of 
buying their industrial supplies 
from them. 

Contacts made at this conven- 
tion will lead to invitations to 
local meetings throughout the 
country at which the stereopti- 


This photograph shows the largest stock of Dodge steel split pulleys carried in the 

Pacific Northwest. It is that of the H. W. Sharp Company of Portland. Harry W. 

Sharp, above, reports that they furnished all the Dodge sheaves and V-belts for all 
the drives in the new grain elevator in Vancouver, Washington. 
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con and chart material of the 
J. M. C. will be presented. 

An interesting booklet, telling 
in a brief way the story of the 
distributor, was given to all call- 
ers at the booth. 


SUPERIOR-STERLING HOLDS 
RUBBER SHOW 


@ ON the night of June 22, 

The Diamond Rubber Com- 
pany staged a very interesting 
exhibition at the Superior-Ster- 
ling Company, Bluefield, West 
Virginia. 

A two reel talking picture fea- 
tured the manufacture of Dia- 
mond Tires. An exhibit and 
demonstration on mechanical 
goods covered belting, hose and 
packing. 

Over 100 Superior-Sterling 
customers attended and enjoyed, 
after the business of the eve- 
ning, a real Dutch lunch. 


INDUSTRIAL SUPPLIES EX- 
HIBITS AT OIL MILL 
CONVENTION 


@ AN attractive assortment of 

oil mill repairs and materials 
was exhibited by Industrial Sup- 
plies, Incorporated, Tennessee, 
at the annual convention anu ex- 
position of the Tri-States Cot- 
tonseed Oil Mill Superintendents 
Association held in Memphis in 
June. 

Against a background of per- 
forated metal, with an arrange- 
ment of Joseph Lay Company 
special oil mill brooms, were dis- 
played in its exhibit booth prod- 
ucts of manufacturers whose 
lines are handled. Glacier bab- 
bitt metals for all purposes, 
Stephenson belt dressings, Whit- 
ney silent-chain drives, Quaker 
City Rubber Company’s rubber 
belting and mechanical rubber 
goods, also Chicago Belting Com- 
pany’s leather belting and 
crimps, Bauer Brothers’ plates 
and repair parts and French Oil 
Mill Machinery Company’s re- 
pair parts held a_ prominent 
place in the exhibit. 

R. D. Van Dyke, Jr., presi- 
dent, with John R. Rother, G. 
Ellis Thorn, officers of the com- 
pany were on hand to explain 
the merits of the manufacturers’ 
products. 
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HEWITT CO-OPERATION READY 


AT THIS “HUB” 


For Prompt “Rubber” Shipments 
To Chief Industrial Centers ... 


Second in importance only to Quality is 
the speed of availability of a product... 
and Hewitt in Buffalo is strategically sit- 
uated at the hub of industrial America! 
Served by eleven trunk railroad lines, 
and within an overnight’s trip of many 
leading centers, the Hewitt factory and 
adequately stocked main ware- 
house make readily available 
to distributors a complete line 
of industrial rubber goods. 


Hewitt is the only large manufacturer of 
industrial rubber goods making no other 
rubber line. This naturally makes for 
more efficient filling of industrial orders 
and insures speedier handling of special 
jobs ... Let us give you further informa- 
tion personally about Hewitt co-opera- 
tion and Hewitt’s 75 year back- 
ground of experience. Hewitt 
Rubber Corp., Buffalo, N. Y. 


Lo-operiation 


HE WIT T convoration 


| THE GUTTA PERCHA & RUBBER MANUFACTURING CO. EST. 1859... HEWITT: RUBBER COMPANY. EST. 1904 
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Today! More Than Ever 


in the Tools they buy 
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Sell them products that reflect 
their own fine quality on your business— 
that stand established in their fields for their 
honest worth. 


’ 


Today, more than ever, Brown & Sharpe 
Tools bring a steady and pleasant revenue to 
dealers who sell them—because, they return 
to the buyer full value and satisfaction for 
his money. Keep your stock complete. 


Brown & Sharpe Mfg. Co., Providence, R. I. 




















Brown & Sharpe Tools 


“World's Standard of teceuracy” 














W. C. HUNTER RECOVERING 
FROM OPERATION 
ew. Cc. “BILL” HUNTER, 

president and general mana- 


WILLIAM C. HUNTER 


ger of The Ross-Willoughby 
Company, Columbus, Ohio, is re- 
covering from an operation for 
goitre, performed at the Mt. 
Carmel Hospital in Columbus, 
on June 5. 

Bill expects to be at home for 
another two months, at least. 


SOUTHERN SUPPLY OPENS 
MACHINE TOOL DEPT. 

@ ON July 1, the Southern Sup- 

ply Company, Dallas, Texas, 


| organized a complete machine 











tool department. Sales are in 
charge of D. L. O’Neall. 

The northern half of Texas 
will be covered, on an exclusive 
basis, for the following manufac- 
turers: Lodge and Shipley Ma- 
chine Tool Company, Cincinnati 
Shaper Company, Cincinnati 
Milling Machine and Cincinnati 
Grinders, Incorporated, Cincin- 
nati Planer Company, Acme Ma- 
chine Tool Company, Cincinnati 
Bickford Tool Company, Baker 
Brothers, Incorporated, The 
Hermance Machine Company, 
The Sidney Machine Tool Com- 
pany, Geddings and Lewis Ma- 
chine Tool Company and The 
Taylor-Winfield Corporation. 
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TWO YEARS WITHOUT 
AN OIL CAN! 
There hasn’t been an oil 
hole or grease cup on 
this equipment for two 
years. Alemite “Barrel- 
to- Bearing” method 
with Alemite No. 33 lu- 
bricant has saved time, 
labor and lubricants. 
No dripping oil to cause 

spoilage of materials. 
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LUBRICATED ONCE A WEEK INSTEAD OF EVERY DAY! 
Plain bearings on equipment in this room had to be serviced 
every morning with oil hole lubrication. Same bearings were 
lubricated only once a week with Alemite. No interruptions 
for lubrication! No bearing failures to cause loss of produc- 
tion time and costly replacements. 














New ALEMITE HYDRAULIC 
LUBRICATION SYSTEM Brings 
Bigger Jobber Profits! 


In Extending Its Jobber Policy—Alemite 
Offers You a Profit Opportunity Never 
Before Equaled in the Industrial Field! 


@ ALEMITE’s success is due to the steadily increasing 
economy of production it has made possible since the orig- 
inal Alemite Lubrication System was introduced. This is 
more important than ever, today, with hours, wages, and 
selling prices predetermined by code regulations! Plant 
executives know this. 


Your men have a real chance to make money for you 
and for themselves, introducing the new Alemite Hydrau- 


lic Lubrication System and the amazing new savings it 
makes possible. 


It can be quickly installed on equipment now lubricated 


by oil holes, grease cups, or previous Alemite systems. Its 
10,000 Ibs. per square inch pressure cleans as it lubricates. 





1886 DIVERSEY PARKWAY 


ALEMITE CORPORATION 


Division of Stewart-Warner Corp'n. 


CHICAGO, ILLINOIS 
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WRITE! WIRE! PHONE! OR 
SEND COUPON FOR DETAILS! 








ALEMITE CORPORATION, Div. of Stewart-Warner Corp’n. 
1886 Diversey Parkway, Chicago, Ill. 

Send complete details on ALEMITE Hydraulic Lubrication 
System and your new jobber deal at once! 
TI cc scotns ipl oe uesacustpab eAgiaeecen in es lian cares dasa eae 
I as isc cians sseaaemesemabeaiencions TO xaicsscnevascncalisntebcentcaieia 
Address... see atiabh ci nouninssiasesatansicndtoa ber ebdenegtcisleedisatocaubammtnsiees 
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Ask Yourself 
These Questions 


Are you satisfied with your present line of hack 
saw blades? Answer the following questions, 
then make your decision: 


1 Is your line a real quality line that brings 
" repeat orders with little sales resistance or 
effort? 


Does your inventory turn over at least four 
times a year and give you a good margin of 
profit? 

Is your line complete enough to meet the 
needs of your trade? 

Does the manufacturer's sales policy defi- 
nitely support the distributor? 

Does the manufacturer help sell your cus- 
tomers and bring you new business? 

Does your manufacturer give you depend- 
able service at all times? 

Are the blades packed in attractive, stronq 
and well marked packages which make it 
easy for your customers to reorder correctly 
and your stock men to fill orders without 
guess work? 


NO UP WwW 


If you handle the Barnes line of hack saw blades, you can 

answer each of these questions definitely in the affirma- 

tive. Our advertisements in succeeding issues of MILL 

SUPPLIES will tell you exactly why. Each of these adver- 

tisements will also describe one of the seven major items 
in the Barnes Line, and point out its uses. 





W. O. BARNES CoO., INC. 
1297 Terminal Ave. Detroit, Mich. 


and Leading Jobbers Everywhere 
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Lawrence V. “Larry” Puchta, is receiv- 

ing congratulations on his nomination as 

state senator on the Republican ticket. 

Larry was formerly vice-president of the 

Queen City Supply Company, Cincinnati, 
Ohio. 





SEATTLE DISTRIBUTOR 
TELLS OF STRIKE 
@ THE serious effect of the 

Longshoremen’s strike on 
business of all kinds on the Pa- 
cific Coast was dramatically 
pointed out recently by W. Camp- 
bell, vice-president, Campbell 
Hardware Company, Seattle, 
Washington, in a letter to MILL 
SUPPLIES. 

He writes: “The Longshore- 
men’s strike on the Pacific Coast 
is now in its seventh week. The 
seriousness of this strike is now 
being felt by all trades. Seattle 
distributors who enjoy substan- 
tial volumes of business from ac- 
counts in Alaska, and incident- 
ally this volume has been good, 


| find themselves deprived of this 
| business right at the season of 
| the year when it is at its peak. 


It is also to be remembered that 
the majority of Alaska volume is 
confined to spring and summer 
months. 

“The strike was called on the 
eighth of May and no ships 


| went north from that date until 


around the eighth of June; when, 
as a result of Alaska’s dire need 


| of food products and necessities, 
| Alaska trade was resumed as an 


emergency act. This continued 
for just about two weeks, until 
the City of Seattle brought pres- 
sure to giving ample protection 
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These Wrenches 


have the STUFF 
im therm 














Wrenches, to some, may be just wrenches. But to the 
man who uses them in his day’s work there are wrenches 
—and wrenches. 


For fifty years Williams’ Wrenches have been recognized 
for their superior design, their uniform, high quality 
and their long-time service. They have the stuff in them. 


Forged from specially selected steels, there are no short- 
cuts in manufacture to hazard their quality. Every one 
bears Williams’ guarantee. You sell Williams’ wrenches 
with the absolute assurance that your customer can buy 
none better. 


J. H. WILLIAMS & CO. 
‘“‘The Wrench People”’ 
75 Spring St. New York 










“SUPERRENCHES” with thin heads CARBON STEEL WRENCHES: Strong, 
guUPE and slim-pointed jaws; forged from dependable quality tools at lower 
tough Chrome-alloy steel and fully price. All are guaranteed. 40 pat- 

DR OP -FORGED guaranteed. 12 patterns. terns. 1000 sizes. 


BUY FROM YOUR DISTIBUTOR WY 


WRENCHES 


STERN WAREHOUSE OFFICE CHICAGO WORKS BUFFALO, N. ¥ 
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A MILES OF BELT IN ONE 
S MINE SOLD BY GOODRICH | 





@ W. B. Trainer, President of Speck-Marshball Co., 
Goodrich Distributors, who sold the 4 miles of belt. 


DISTRIBUTOR 


One of a series of advertisements showing how Goodrich 
distributors are securing large and unusual orders because 
of the completeness of the Goodrich line, its greater value, 
and the cooperation thcy receive under the Goodrich 
Distributor Policy. 


N a great coal mine of Pennsylvania, coal is conveyed 

underground after mining, by eight miles of con- 
veyor belting. Many brands have been represented, but 
the percentage of Goodrich belting is increasing 
steadily. Already more than half the eight miles is 
Goodrich—twice as much as that of the nearest 
competitor. One of the Goodrich belts is 2439 feet 
between centers—the longest belt in the world. 


Here were huge sales that you might expect to have 
been made direct... but every foot of these four 
miles of belt was sold by Speck-Marshall Company, 
Goodrich Distributor in Pittsburgh. 


Raw coal contains slate and other sharp abrasives; mine 
corridors are damp and dripping. Yet these Goodrich 
belts travel on, mile after mile, year after year, keeping 
the mine on schedule, at a material-handling cost 
so small that it has set a new record for the industry. 


This is typical of the products which the Goodrich 
Distributor has in his line. They are easier to sell 
because of the world-wide reputation they have earned 
in use, and because their value is so much greater 
that it can be demonstrated to the most skeptical 
buyer. In addition the Goodrich Distributor has at 
his call a corps of Goodrich experts, always available 
to help engineer any technical installation, and clinch 
the order for which the merchandise itself has paved 
the way. The B. F. Goodrich Rubber Company, 
Mechanical Rubber Goods Division, Akron, Ohio. 


Goodrich 
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Because it is made with absolute 
uniformity, Goodrich Belt assures 
perfect troughing, and runs straight 
and true. 


Cross section drawing of this 4-mile 
coal-bandling installation—a com- 
plete tranportation system made of 
rubber belt and traveling 500 ft. a 
minute, handling 10,000 to 14,000 
tons a day. 


"The end of the trail”—the coal 
arriving at the hopper, for loading 
on barges, after its long travel on 
Goodrich Conveyor Belt. 


1,000 tons of coal are in travel con- 
stantly on this Goodrich Belt—it bas 
been known to carry 16,000 tons in 
a single day. 


_— 
* 


NEW SOURCES OF PROFIT 


Goodrich research is constantly adding new @ Improved rubber-lined valves 
items to the distributor’s line—new products on 
which to make a profit. For example, Goodrich 
distributors have recently been offered . . . . @ Improved conveyor belt for handling hot material 


ALL IN RUBBER AGKS> 
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@ Rubber carpet cushion 















































oe ae ee Facts and figures show that 
a iereee supply salesmen who 
carry Star “Moly” hack saw 
blades are unanimously ‘en- 
‘thusiastic over their success : 
in selling. A test makes a 
sale every time. Star “Moly” 
power or hand hack saw 
blades outsell because they 
outcut, outlast 
and outclass 


all rivals. Don't 





take our word 
for it—ask any Star “Moly” 
distributor. 
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to strike breakers. Upon the 
City taking this stand, Alaska 
was again cut off. 

“Manufacturers of products 
in Seattle now find themselves 
unable, not only to make deliv- 
ery of their finished products, 
but to obtain raw materials 
necessary for their manufactur- 
ing processes. All of this natur- 
ally has a serious effect on the 
customer’s ability to buy, and 
what is more, on his ability to 
pay. 

“During the period of the 
strike, no intercoastal steamers, 
carrying freight from the East 
Coast, have entered the harbor 
and been unloaded. 

“Due to the fact that Los An- 
geles and San Francisco have 
been able to unload some ships, 
cargos and freight in many cases 
have been unloaded there with 
the intention of shipping to the 
Northwest by rail. This is not so 
easily done, however, for since 
the beginning of the strike, the 
Campbell Hardware Company 
has only been successful in re- 
ceiving two or three shipments 
of a long list of inbound freight. 

“All mill supply products, be- 
ing heavy, are shipped to Pacific 
Coast points by water. There is 
considerable swing in freight 
over rail and Pacific Coast re- 
sale prices are really based on 
water transportation delivery 
cost. Thus, distributors here are 
hesitant about ordering stock by 
rail freight, when present resale 
prices are based on water 
freight. Stocks, as a result of 
this situation, are extremely low 
on any standard commodity.” 





H. L. Baker of the Iowa Machinery and 

Supply Company, Des Moines, Iowa. 

The smile is characteristic, which prob- 

ably accounts for his getting more than 
his share of the business. 
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Clippet Hooks 
ire ; Ss 

lower in price 
than any other 
hook made in 
\merica. vet 
unsurpassed 
in quality 


and durability 
































Protection against operating delays is becoming increasingly im- 
portant. In this new era of regulated labor and raw materials 
industry must meet a closer competitive balance with increased 
mechanical economies. 

This is the year to drive home to every plant executive the efficiency 
of Clipper Lacing Equipment—-the watchdog on which unbroken 


production schedules depend. 


CLIPPER BELT LACER COMPANY GRAND RAPIDS, MICHIGAN 
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PRODUCT- improvement, steady and searching, is an Allen 


policy primarily to benefit the mill supply Jobber handling 
“Allens”. 


Improved hollow screws of Chrome-Molybdenum, no 
matter how superior in the shop, would mean little to the 
mill supply Distributor were it not for the Jobber policy 
governing their sale. 


For 24 years, this company has adhered to distribution 
through mill supply houses. Each step in its progress in 
hollow screw manufacture has reacted FIRST to our Jobber's 
advantage: — has helped us by helping them. 


In the minds of most industrial buyers, the hollow screw 
is the ALLEN screw. In the minds of most mill supply 
Jobbers, the Distributor policy is the ALLEN policy. 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. U.$.A. 
























WAGE SURVEY MADE BY 
NATIONAL ASSOCIATION 
@ A SURVEY among its mem- 

bers by the National Supply 
and Machinery Distributors As- 
sociation, on wages, vacations 
and methods of compensation, 
has produced some very inter- 
esting data. 

To the question, “By what per- 
centage did you reduce salaries 
and wages from 1929 to June 1, 
1933?” 94 distributors an- 
swered. The average reduction 
was 27.2%, with 3 houses report- 
ing no reduction, 8 reporting 
10% or less, 21 indicating 10% 
to 20%, 28 reporting 20% to 
30%, 23 showing 30% to 40%, 
9 indicating 40% to 50% and 2 
registering reductions of 50% 
and over. 

The same houses, however, re- 
ported that an average of 26.8% 
of reductions reinstated, with the 
breakdown as follows: No rein- 
statement or not reported—40; 
under 20%—3, 20% to 30%— 
14; 30% to 40%—11; 40% to 
50% —10; 50% to 75°: —7; and 
75% to 100% —9. 

On the subject of vacations 55 
distributors intend to continue 
vacations with pay and 29 will 
give no vacations. 

The final question: “Are you 
paying office or warehouse em- 
ployees by the hour?” elicited re- 
plies that 7 houses were paying 
by the hour, while 84 do not. 


| Three houses pay salaries to of- 


fice employees and hourly wages 
to warehouse men. 


TULSA HOUSE STOCKS 
MILLING CUTTERS 


@ THE Machine Tool and Sup- 
ply Company, Tulsa, Okla- 


| homa, has recently put in a stock 


of Goddard and Goddard milling 
cutters and will sell these cut- 
ters on an exclusive basis in the 
State of Oklahoma. 

A considerable amount of en- 
gineering experience is neces- 
sary to successfully handle a line 
of this character. Leo. H. Gor- 
ton, president, estimates that 
75% of the company’s volume 
are special. The Machine Tool 
and Supply Company is one of 
two mill supply houses in the 
United States handling the God- 
dard and Goddard line. 
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© Wherever your sales work car- 
ries you, you will find that the 
reputation of Morse Tools is 
already well established. ® Morse 
performance wins the approval 


MORSE TOOLS fe 


| SPEAK FOR THEMSELVES IN THE SHOP | 





of the man who uses small 
tools. © Morse advertising keeps 
the man who does the buying 
constantly reminded that there 
is no safer small tool investment. 


) TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD - - 


New York Store: 92 Lafayette St. e Chicago Store: 570 West Randolph St. 


THE MORSE LINE INCLUDES - HIGH SPEED and CARBON: CUTTERS - TAPS and DIES - REAMERS - DRILLS 
SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 
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Here's Real 
Nalve Selling 


eh umunition,” 
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When you sell Fairbanks Sphero Valves you are 
backed up by selling points that really sell! 


The advantages which the “Fairbanks Sphero” hold 
over other valves are so striking and so vital that 
to explain them to your prospects means a much 
larger percentage of sales. , 


For instance, instead of the wedge or disc and seat 
in ordinary valves, the Fairbanks Sphero 
has a revolving ball plug. When open, 
this gives a full round opening the same 
size as the pipe line. That eliminates 
frictional resistance to stream flow. And 
there is nothing on which scale and 
foreign matter can accumulate. 



































When the ball plug is revolved to 
close the valve, the shearing action cuts 
through any foreign matter. This, and 
the perfect seating of the ball to the 
seat rings, assure an absolutely tight, 
leak-proof seal. 


FAIRBANKS 


SPHERO VALVES 


have a simple outside adjustment which takes up any wear on 
the seat rings. But should they eventually require renewal, that 
can be accomplished in less than a half hour without removing 
valve from the line or disturbing pipe covering. One man, 
instead of two, can easily do the job. 





Another exclusive feature of Fairbanks Sphero Valves is quick 
and easy operation. A quarter turn of the lever handle opens 
or closes the valve in one second. That eliminates the slow, 
tedious twisting of a handwheel. 


The revolutionary design of these valves makes them par- 
ticularly adapted for general blow-off purposes as well as for 
places where it is impossible to keep other valves tight. 


Write for booklet 103 and our interesting proposition to dis- 
tributors. 


THE FAIRBANKS COMPANY 


Manufacturers of Valves, Trucks and Wheelbarrows 


Boston New York Pittsburgh 


Distributors in Principal Cities 











S. L. Musson, sales manager of the M. 
F. Murdock Company, Akron, Ohio, is 
looking over a sample helmet that pro- 
tects the wearer from welding dangers, 
bill collectors and out of town relatives. 
Salesmen of this company carry samples 
at all times in making calls on custom- 
ers. The advantage of this, they say, is 
that even though an immediate sale is 
not made, the customer will later think 
of this house in connection with the item 
in question. 


BEALS, McCARTHY AND 
ROGERS DISTRIBUTES 
CATALOG 
@ BEALS, McCarthy and Rog- 

ers, Incorporated, Buffalo, 
New York, in business for 108 
years, is living up to its slogan 
“A Century of Service” by dis- 
tributing a new general indus- 
trial supply catalog. 

The book has over 650 pages 
and displays a diversified line of 
supplies, tools, equipment, heavy 
hardware, steel and metals. It 
is bound in a red cloth with gold 
stamping and has special easy 
reference marks for the steel 
and metals <<" It was pro- 
duced by R. Donnelley and 
Sons oe 


TEXAS BELTING ADDS 
RUBBER SALESMAN 

@ THE Texas Belting Company, 
Incorporated, Houston, Texas, 
has augmented its sales force by 
the addition of H. E. Brodnax. 
Mr. Brodnax was with the 
Goodyear Tire and Rubber Com- 
pany, Akron, Ohio, for 17 years. 
He will have charge of the sale 

of mechanical rubber goods. 


MILL SUPPLIES 
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DO REPUBLIC ADHERE STRICTLY 
TO THEIR POLICY? 





YOU BET THEY DO—AND IT’S THE 
STRONGEST FACTORY PROTECTION 
ANY DISTRIBUTOR EVER RECEIVED. 








Every distributor of Republic Mechanical Rubber Prod- 
ucts will testify that we live up to the spirit as well as 
the letter of our policy. We have complete confidence 


in their knowledge and capabilities. They accomplish 
The Republic 


* 5 -Point Policy economically and efficiently what 


I Aine ofubbernenesutfcentycom | MO Manufacturer in our line has 


—_ to — effectively supplying 
the requirements of the trade solicited. 


grainet pete unterana | ever been able to achieve by di- 
capableo livering service results 
rect sales. 
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advantage ag specialized tra rae MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 
shrowiedge of the product od YOUNGSTOWN, OHIO 
LEADERSHIP IN POLICY. PRODUCT AND PERFORMANCE 
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OUR DISTRIBUTORS SHARE 
IN YALE PRESTIGE 


T is always easier and more profit- 
| able to sell products with an out- 
standing reputation for quality. 
Yale prestige is founded upon two 
chief factors: first, the dependability 
of Yale-made Chain Hoists and other 
products as demonstrated throughout 
many years of service to Industry; 
and second, the intensive advertising 
campaign which we have conducted 
and are now conducting to help make 
Yale products easier for distributors 

to sell. 


Of course there are other factors 
which are important to you, too: 
Service, cooperation and the long 
established Yale sales policy which 
protects the distributors’ profits. 
There may be possible chain hoist 
applications in many of the plants 
Every 
time you discover one of these, you 
have a potential customer for a Yale 
Chain Hoist. 


your salesmen are calling on. 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION 


Philadelphia, Pa., U.S. A. 
















Cash in 
on 


Yale 


Supremacy 








MAY BUILDING SHOWS 
IMPROVEMENT IN EAST 


® CONTRACTS let for all 

classes of construction during 
May in the 37 Eastern States 
were two percent larger in dollar 
volume than the April total ac- 
cording to F. W. Dodge Corpora- 
tion. At the same time the con- 
tract total of $134,445,700 was 
substantially above the contract 
total of $77,171,700 reported for 
May, 1933. 


Privately-financed contracts 
amounted to $62,846,500 which 
is the largest private contract to- 
tal since June of last year. It 
was 12% over April and 17% 
over May of last year. It should 
be noted that the May increase 
in privately-financed contracts 
was entirely due to the inclusion 
of one large new building project 
in connection with the develop- 
ment of Rockefeller Center, New 
York. During nine of the past 
12 months, private work has ex- 
ceeded the amount for the cor- 
responding month a year previ- 
ous. 


Publicly-financed contracts, 
i.e., construction jobs undertaken 
chiefly with PWA funds, totaled 
$71,599,200 for May. This was 
smaller by eight percent than the 
total recorded for public con- 
tracts in April. With the excep- 
tion of February of this year, the 
current total was the smallest 
monthly volume for this class of 
work reported since August, 
1933. At the same time the May 
total for publicly-financed con- 
tracts was three times as large 
as that shown for May, 1933, be- 
fore the advent of the current 
PWA program. 

For the elapsed months of 1934 
construction awards of all de- 
scriptions in the 37 Eastern 
States totaled $727,301,000 as 
contrasted with $329,771,500 for 
the corresponding five months of 
1933. Gains over 1933 for the 


| current year to date were shown 


in each of the four major con- 
struction classifications: for resi- 


_ dential building, about 20 million 


dollars ; for non-residential build- 
ing, about 100 millions ; for public 
works, almost 245 millions; and 
for public utilities more than 30 
millions. 


MILL SUPPLIES 
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Still Going Strong 


Rex DETACHABLE 
and in Z-Meta.—Stronger Still 


* 
‘ 
>. 






Accuracy of casting—smooth finish—interchangeability with links of the 
same size—high tensile strength and ductility—make Rex Detachable 
Chains outstanding, low cost chains for general power transmission, elevator 
and conveyor work. 


When cast in Rex Z-Metal, Rex Detachable is far superior in strength, 
wearing qualities and resistance to corrosion and abrasion—size for size 
and link for link—and frequently will solve your problem without going 
to a larger chain. 


. 
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Made in all standard sizes with a full line of attachment links. 


OTHER REX CHAINS Chain Belt Company also makes a complete 
line of drive and conveyor chains in malleable, Z-Metal, steel and combina- 
tion, for every type of service — and sprockets of all types — take-ups — 
set collars — buckets. Write on the types that interest you. 
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1622 W. Bruce St. 


TY 1 cOMPANY 


CHAIN é€ BELT CONVEYING 
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Meet a Member of the 


NATIONAL 


F amily— 









The NATIONAL 
High Speed 
Drill 


It feels right at home in a 
rough-and-tumble fight with 
tough drilling jobs— And 
man!—How it can “TAKE IT’’! 


A COMPLETE LINE OF 


TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS 
SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, U.S. A. 


Tap and Die Division 


WINTER BROS. CO., WRENTHAM, MASS. 
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LEWIS SUPPLY HOLDS 
ANNUAL MEETING 


e THE Lewis Supply Company, 

Memphis, Tennessee, finished 
its fiscal year on May 31 and held 
its annual stockholders’ meeting 
in the Helena, Arkansas, branch 
on June 20. 

At that time, the following offi- 
cers were elected for the coming 
year: T. W. Lewis, president; 


| Howell E. Adams, vice-president, 


and W. M. Cone, secretary-treas- 
urer. 

Mr. Lewis, who is also the 
president of the Southern Sup- 
ply and Machinery Distributors’ 
Association, says, “The records 
show that we had a mighty nice 
increase in business over the 


| previous year—about 33 1/3% 


and the prospects ahead look 
mighty good to me. Weare just 
as busy as we can be for June 


| and are looking forward to a nice 
| fall business in this section. The 
| crops are in good shape and we 
| have had some good rains.” 


| MACHINE TOOL AND SUPPLY 


DISTRIBUTES PYRENE 


@ THE Machine Tool and Sup- 

ply Company, Tulsa, Okla- 
homa, has recently been ap- 
pointed a distributor for the 
Pyrene Manufacturing Com- 
pany’s complete line of fire ex- 
tinguishing equipment and has 


| put in a representative stock of 
| equipment and recharges. 


This company is also a sub-li- 


| censee of the C O-Two Equip- 





ment Company and carries a 
complete stock of CO-Two port- 
able fire extinguishers. 





D. M. Edgerly, sales manager of the 
Interstate Machinery and Supply Com- 
pany, Des Moines, Iowa. 
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DODGE DISTRIBUTORS Are 


Helping Industry to Modernize Wisely 
or Best Results and Lowest Costs 





“D-H- 


Bearing 
Bl 


A Complete Line of 
Low Priced Ball Bearings 


1” Ball 
Pillow 
ock. 





“D-H” 


Spherical 


Ball Bearing Unit 
Mount. 


Ps 


*D-R* 


Bearing 
U 


‘*D-H’” 


Bearing 
U 





Ball 
Hanger 
nit. 





Ball 
Flange 
nit. 





‘*D-H’’ Ball 
Bearing Cylin 


drica 





1 Unit. 


D-H’’ Ball 


Bearing 
Ur 


Take-up 
Mt 


A pillow block with high 

grade single row deep 

groove ball bearing, pis- 

ton ring seals, split 

formed steel housing and 

full self-aligning feature. 
* 


A self-contained §spheri- 
cal unit adapted for 
light machinery applica- 
tions. Delivered com- 
pletely assembled, lubri- 
cated and ready to slip 
on to shaft. 

« 


A hanger unit with sin- 
gle row deep groove ball 
bearing, piston ring seals, 
adapted for either two or 
four-point adjustable 
hanger frames. Easy to 
install — slip over shaft 
and tighten set screws. 

° 
A ball bearing unit 
adapted for mounting 
against vertical frames 
or support. A self-con- 
tained, factory adjusted, 
completely sealed and 
pre-lubricated unit ready 
to install on shaft. 

a 


This unit is adapted for 
mounting in a_ straight 
bored hole. Has same 
features as other units 
and is adapted for many 
machine applications. 
. 

A simple, compact and 
self-contained ball bear- 
ing take-up unit with 
cast iron housing pro- 
vided with cored ways 
for supporting guide. 


Send for Bulletin A-63 and 


Bearing Data Book 


Dodge Distributors 


Can Sell SSSR ARRON BE 





DODGE MANUFACTURING CORPORATION, MISHAWAKA, 





JULY, 


1934 


FWe ODERNIZATION need 


{ 


not be costly. Dodge dis- 
| tributors are daily proving this to the satisfaction of 
(eliiest! executives in every industry. They are suggesting 
changes in drive and bearing equipment that result in obtain- 
ing PRODUCTION EFFICIENCY, POWER ECON- 
OMY AND LOW MAINTENANCE—all three essentials 
to profitable production—at LOW COST. 


Here are a Few Examples of the Work of 
Dodge Distributors 


d ”* Distributor By working with the chief engineer, 
Saves $600.00 a Dodge distributor recently helped him 
for C ustomer save his Company | $600.00 by using 
standard transmission parts on a special 
In addition to the substantial saving in money, much time was 
saved, a better drive produced, and the distributor made a nice profit 
in money and good-will. 
Dodg« Distributo 
Shows Chemical 
Plant How to Make 


Big Savings 


; 


drive. 


sy pointing out the advantages of 
Dodge-Timken Pillow Bloeks under par- 
ticularly adverse conditions, a Dodge 
distributor helped the chief engineer of a 
large chemical plant solve a particularly 
troublesome problem. Instead of a 150 H.P. motor, whieh was orig- 
inally considered, a 75 H.P. motor was found to be entirely satisfae- 

y—a big saving in power. 
Dodge Distributor A 
Helps Engineering 
Department Solve 
Difficult Problem 


damage to product. 





paper mill faced the problem of 
handling a web of fragile cello-cotton on 
machines equipped with plain bearings. 
Krequent breakage resulted in lost time 
and grease from plain bearings caused 
The Dodge distributor recommended Dodge Type 


‘*P-H-1"’ Pillow Blocks with Piston Ring Seals and the problem was 
solved. One hundred and twenty bearings were installed on one 
machine. 





INDIANA 
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UNBRAKo 


LULL 


-_ 


Fig. 230 Fig. 711 
Fig. 732 “UNBRAKO” “UNBRAKO” Fig. 723 
UNBRAKO Socket Head Socket Head “UNBRAKO” 
Hollow Set Screw Cap Screw Stripper Bolts Hollow Pipe Plugs 


281,500 lbs. per sq. inch—is the tensile strength that has been 
recorded for “Unbrako” Screws—almost unbelievable, but there 
itis. Free samples for doubting Thomases. 


GET “UNBRAKO” BULLETIN 


‘“HALLOWELL” 


Pat’d and Pat's Pend'g e., 
Fig. 732—“Hallowell” Steel _ 
Work-Bench 


with shelf below for additi 
Strong, rigid, with one-piece, smooth steel 
top, easy to keep clean. Shipped from stock, 
knocked down. Drawer not included. 





Pat. Applied For 








conv 


Fig. 1267 
“HALLOWELL” 


Steel Stool, Wood 
Seat, Adjustable 
Hinged Back 


Get “Hallowell” Steel Shop-Equipment, Steel Stool and Chair Pulietins 


Wood Seat, Foot Rest 


“PIONEER”’ 





Fig. 300—“‘Pioneer’”’ Steel Shaft Hanger 
The “Pioneer”, the original Shaft Hanger of Steel; revolutionized 
Shaft Hangers; only steel Hangers with integral feet. Millions 
in use the world over. 


GET OUR TRANSMISSION BULLETIN 


STANDARD PRESSED STEEL CO. 


BRANCHES 
BOSTON 
CHICAGO 
DETROIT 











BRANCHES 
NEW YORK 
SAN FRANCISCO 
ST.LOUIS 


JENKINTOWN, PENNA. 
BOX 519 





Steel Revolving Stool, 








48 








Ray Smith is now the manager of the 
Salem Steel and Supply Company, Salem, 
Oregon, in place of A. B. MacLauchlan. 
He is seen at the left in this picture. 
In the middle is Glen Stevens, store 
manager, and at the right, Carl Gerl- 
inger, of the Dallas Machine and Loco- 
motive Works, an affiliated organization. 
This company not only handles a gen- 
eral line of mill supplies but does ma- 
chine and foundry work. 


UNUSUAL RUN ON FIRE HOSE 
@ OWING to the stringent reg- 

ulations put through by the 
Forestry Department, there has 
been unusual demand for fire 
hose throughout the Pacific 
Northwest. George Harris of 
the Harris Supply Company, 
Portland, Oregon, reports that 
by the end of March this year 
they had sold as much fire hose 
as they would ordinarily sell in 
a whole year. The hose is used 
principally around logging 
camps and saw mills. 

The demand continues with- 
out much let up. This is partly 
due to a very early spring, which 
opened for keeps in February. 
There was very little rain 
through the spring, and sum- 
mertime fire hazards began in 
the forests at a time when there 
is usually a heavy precipitation. 


SLIGO ADDS SALESMEN 


e Ss. D. CONANT, sales mana- 

ger, Sligo Iron Store Com- 
pany, St. Louis, Missouri, re- 
ports the addition of three men 
to his sales organization. 

J. H. Murphy has been em- 
ployed to specialize on the sale 
of points. W. Robert Roberts 
will cover Kansas and northern 
Oklahoma. George Dierking is 
a new sales representative in 
central Illinois. 

Mr. Conant reports good busi- 
ness but deplores, with millions 
of others in the middle west, the 
lack of rain. 
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For Big Profits... . 
GO AFTER “BIG GAME” 
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Here’s what Jenkins gives 
you. Compore All good Iron 
Body Gotes, point-for-poit, 
ond price agvinst price. Let 
your own judgement say 
which one is your best buy. 


oa 





Keep an eye open for orders 
for big Jenkins Iron Body 
Gate Valves 


With the help of the unique Jenkins Iron 
Body Gate Cut-out you can “get in” where 
gate valves are used. You can establish the 
exceptional quality of Jenkins Gate Valves, 
and pick up the orders for big gates as well 
as the little ones. 


Use the Jenkins Catalog to show valve buyers 
how extensive is the line of Jenkins Iron 
Body Gate Valves. Let them see that you can 
meet practically any need, from a 2 inch to a 
48 inch valve, with either a Solid Wedge or 
a Double Disc Parallel Seat, and operated by 
electric motor, cylinder or special gearing 
arrangements. 


Orders for small Gates are profitable and 
you'll get more of them. But when a really 
big valve is needed... from12” up to a 48”, the 
order means real money. It is worth going 
after. And, with your Jenkins line you are in 
a fine position to land the business. Also, we 
are glad to give you some special coopera- 


tion when you spot some really “big game”. 
JENKINS BROS., 80 White St., New York, N. Y.; 510 Main 
St., Bridgeport, Conn.; 524 Atlantic Ave., Boston, Mass.; 133 N. 


Seventh St., Philadelphia, Pa.; 822 Washington Blvd., Chicago, 
Ill.; JENKINS BROS., Ltd., Montreal, Canada; London, Eng. 


Jenkins Valves 


BRONZE—IRON—STEEL SINCE 1864 
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Satied 
UPSON 
UNIFORMITY 


Follow the black line down the record chart and you 
get a good idea of the close regulation of furnace tem- 
perature applied to all Upson heat-treated products. 
The automatic pyrometer is set at the point that exper- 
ience has proved best suited to bring about the correct 
grain structure and hardness of material, at the same 
time relieving heading or forging stresses. This tem- 
perature is maintained automatically within very close 
limits throughout the furnace run. 

In the making of all Upson products, nothing is left 
undone that will promote uniformity—in the steel—in 
the forging—in the heading—in the threading. That's 
why Upson bolts, nuts, rivets and similar products are 
used so widely by the leading railroads, automobile and 
ship builders, industrials, manufacturers of products and 
in construction work. Buyers know that 
when performance hangs by a thread, 
the positive uniformity of Upson prod- 
ucts is a safety factor upon which abso- 
lute dependence can be placed. 





Prices quoted on your specifications. 
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SALES POSSIBILITIES IN NEW PRODUCTS 
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CAR MOVER 





@® FEATURING light weight, this 

new car mover is said, however, 
to be well balanced, husky and slip- 
proof. Handle is Grade 1 selected 
white hickory, waxed. Spurs are made 
from special heat-treated alloy steel 
with four sharp edges placed at ex- 
treme angles to grip the corners of 
the rail. They are placed so that the 
mover will work on either wide or 
narrow rails without changing. Spur 
plate has flanges all around, gripping 
securely to the base so that the bolt 
simply holds it in place and there is 
no shearing strain. Mover weighs 
only 16 pounds.—Safety Wrench and 
Appliance Company, Worcester, Mas- 
sachusetts. MILL SUPPLIES, July, 
1934. 


ELECTRIC SHAPER 

@ THIS powerful high speed portable 

shaper for short or small runs of 
moulding, beading, grooving, shap- 
ing and tenoning, satisfies an impor- 
tant need for an efficient shaper for 
the shop. Recent improvements have 
been made on the large horizontal 
handwheel adjustment which enables 





the operator to raise or lower the 
table with ease and the fence for 
straight shaping. It is held in position 
by two bolts permitting adjustment 


JULY. 





1934 


in the slotted holes. Further adjust- 
ment is provided at the infeed end. 
This fence is adjustable by means of 
a thumb nut. The movable section of 
the fence is mounted in mach‘ned 
ways which makes the adjustment 
very simple and accurate. A _ stand- 
ard toggle switch with a protecting 
cast iron covering guards against ac- 
cidental closing of the circuit as some- 
times happens when the toggle is ex- 
posed. Direct driven by ventilated 
motor in base.—J. D. Wallace and 
Company, Chicago, Illinois, MILL 
SUPPLIES, July, 1934. 


BRUSH-KEEPER 





@A NEW 


individual 
consists of a gold-finished metal 


brush-keeper 
cover which replaces the common 
paper wrappers on _ brushes. The 
metal cover consists of an _ inner 
sheath and an outer cup, which when 
placed on the brush, form an air 
tight seal which keeps the brush in 
perfect condition both while new and 
after use. The manufacturer states 
that by merely brushing out the ex- 
cess painting material and inserting 
the brush in the keeper, a used brush 
can be kept soft and pliable for weeks. 
The Wooster Brush Company, 
Wooster, Ohio. MILL SUPPLIES, 
July, 1934. 





HAND WINCH 

@ ELECTRIC steel castings are used 

throughout this compound-geared 
hand winch. Powerful brake and pawl 
assure complete control of loads. 
Speeds are simply changed by placing 
crank in slot provided for each speed. 
Will hoist 10,000 pounds with 25 to 1 
ratio, 1500 pounds with 4 to 1 ratio. 
A 1 to 1 ratio is provided for rewind- 
ing unloaded line at maximum speed. 
Drum will take 575 feet of %-inch 
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cable, 325 feet of '2-inch and 200 feet 
of 5s-inch. Winch weighs 135 pounds. 
Has wide application among contrac- 
tors, gravel plants, dredges, factories, 
mill, docks, warehouses, marine indus- 
try, governmental departments and in 
mines and the oil fields.-United Ma- 
chinery Company, Portland, Oregon. 
MILL SUPPLIES, July, 19384. 


PUTTY 

© A NEW putty, Plastikon, is similar 

in appearance and consistency to 
ordinary painter’s putty with the ex- 
ception that it is combined with rub- 
ber. Not only are most of the advan- 
tages of ordinary putty claimed for 
the new compound but the use of 
rubber is said to yield additional 
mixing since it contains practically no 
oil. It resists corrosive chemicals and 
fumes and, because of its rubber con- 
tent offers high resistance to mois- 
ture. Another property, peculiar to 
this putty, is its high degree of ad- 
herence to steel surfaces. Marketed in 
15-pound, 75-pound and 225-pound 
cans, as well as in small pint cans 
for household use.—The B. F. Good- 
rich Rubber Company, Akron, Ohio. 
MILL SUPPLIES, July, 1934. 


TEST PLIER 
@ THIS new test plier is designed for 
pulling fuses up to 200-amperes in 
size and testing circuits from 70 to 
250-volts. It is made of bakelite and 
fibres. Testing device is a carbon 
lamp, in series with 1600-ohm resist- 





ance, which lights on 65-volts. With 
resistance removed it will have a 
range of from 30 to 110-volts. When 
testing, carbon lamp glows red as an 
*ndication that current is on the line. 
Light can be seen through a small 
opening in dome-shaped section of the 
unit. The prongs which go into base 
receptacles or lamp socket plugs are 
hinged and can be folded. Lamp sock- 
ets can be tested by flattening threads 
of a screw plug and placing screw 
plug on prongs—Star Fuse Company, 
Incorporated, New York, New York. 
MILL SUPPLIES, July, 1934. 
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SALES POSSIBILITIES IN NEw PROpDuCTS 
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LOOSE PULLEY OILER 


@ THE “Vosta” oiler, for loose pul- 

leys, provides dependable, economi- 
cal lubrication from a visible supply. 
It consists of a glass body and bronze 





base in which a tube is mounted, ex- 
tending to near the top of the bottle. 
As the pulley revolves the oil is 
thrown outward by centrifugal force. 
Feeding is governed by the thermal 
principle—periodic expansion and con- 
traction of air within the reservoir 
due to temperature changes. To pro- 
vide the air space “Vosta” oilers 
should not be filled more than three- 


quarters full.—The Lunkenheimer 
Company, Cincinnati, Ohio. MILL 
SUPPLIES, July, 1934. 

SUMP PUMP 





@ CONSTRUCTED of bronze and 

having a special %-horsepower, 
1725 revolutions per minute, 110 volt, 
60 cycle induction type motor, this 
new automatic electric sump pump 
and cellar drainer is very ruggedly 
constructed. Manufacturer states it 
is rust-proof, and quiet-running. Pump 
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is of centrifugal design with open- 
type impeller to allow passage of 
solids and will remove seepage and 
drainage automatically. Shaft is of 
stainless steel. Automatic control fea- 
ture is of enclosed switch, positive 
type actuated by oversize ball-float 
connected to control rod. Tests show 
it to be capable of pumping 2400 gal- 
lons per hour at one-foot head and 
400 gallons at 20-foot head. Outlet is 
tapped for one-inch fittings. Inlet is 
protected by non-clogging screen. Plug 
and 8-feet of cord supplied with each 
pump.—M. L. Oberdorfer Brass Com- 
pany, Syracuse, New York. MILL 
SUPPLIES, July, 1934. 


WRENCH SET 





@ A NEW wrench set, designed to 

do a great number of different 
jobs, contains 30 carefully selected 
wrenches and tools. Included are: 
four Zenel Tutype wrenches with 
openings of ys-inch, %-inch, ;-inch 
and %-inch; thirteen double-hexa- 
gon sockets of the standard series, 
with openings ranging from 1%-inch 
to 1l-inch; four square-opening sock- 
ets; a drag link; five handles and at- 
tachments; a universal joint; water 
pump plier and a reversible ratchet. 
Set is packed in a strong metal box 
which can be used as a utility kit as 
well as a chest for the tools.—Bonney 
Forge and Tool Works, Allentown, 
Pennsylvania. MILL SUPPLIES, July, 
1934. 


COMBINATION TOOL 
@ MADE of reinforced bakelite, like 
a pair of pliers, this new combi- 
nation Test-Lite and fuse puller is 
recommended by its manufacturer for 





testing, removing or inserting fuses 
of from 30 to 100-amperes capacity, 
testing circuits of from 110 to 550- 
volts, handling all types of “live” 
electrical parts and adjusting loose 
cut-out clips. Test pins are mounted 
on handle ends, where the distance 
between them can be adjusted by 
merely opening or closing the han- 
dles. Test light is enclosed in the 
handle. The tool’s small pocket size 
—T-inches overall—adds to its con- 
venience.—Ideal Commutator Dresser 
Company, Sycamore, Illinois. MILL 
SUPPLIES, July, 1934. 


LUBRICATING DEVICE 

















@ THE invention of the Graph-Air 

gun has made possible the employ- 
ment of flake graphite for all-purpose 
lubricating service. The gun, being 
made of rubber, when squeezed de- 
posits the graphite where needed in 
measured amounts through positively 
controlled air pressure. The measured 
or graphite volume is controlled by 
the position of nozzle with relation to 
the dial on top of the gun. Nozzle 
may be turned to a complete shut-off 
position. A plug fitted to the bottom 
of the gun, and easily snapped in and 
out, carries a disc of chamois for use 
as a burnisher. Gun is refilled by re- 
moving head. Standard nozzle is 2 
inches in length but 8-inch nozzle can 
be furnished at small extra cost. Pros- 
pects include all types of industries, 
with its many home application add- 
ing to its market possibilities for dis- 
tributors.—The Joseph Dixon Crucible 
Company, Jersey City, New Jersey. 
MILL SUPPLIES, July, 1934. 
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SELL ALUMINUM PAINT ty 


Y | 
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With Permite Ready-Mixed Aluminum Paint, 
you can avoid ‘“‘profitless price selling.” You 
can show your customers the economy of 
measuring paint costs ‘“‘by the foot”’ instead 
of by the gallon. 


Permite takes you out of price competition, 
because it never hardens or discolors in the 
can; saves waste of materials; gives 50% 
greater coverage; saves frequent repaintings. 


There is a great swing away from price 
buying. With Permite you can make profit- 
able sales, give your customers sound value. 
Convincing Permite advertising in leading 
trade magazines helps you win customers. 
Permite quality helps you hold them. 


Write for full details on how to build more 
paint business with Permite Ready-Mixed 
Aluminum Paint. 


ALUMINUM INDUSTRIES, Inc. 


CINCINNATI, OHIO 


PERMITE@ 


. 1934 


























Here’s why PERMITE 


Saves Money 
LASTING BRILLIANCE 


Permite’s non-oxidizing synthetic vehicle 
makes it possible to guarantee that it will 
never harden or lose its color in the can; 
that the finished job will be lastingly 
brilliant. 


LONGER LIFE 


The extremely fine powder pigment, the 
special vehicle, and the maximum “leaf- 
ing”’ of the pigment assure extra resistance 
to oxidation—extra long life. 


RETAINS REFLECTIVITY 


Permite’s smooth, hard finish prevents 
dirt and soot from clinging. Its silvery 
reflectivity lasts. 

AVOIDS WASTE 

Permite Ready-Mixed Aluminum Paint 
saves time of mixing on the job, saves 
waste of materials, assures uniform color 
and results. 


Two Types; Non-Corrosive, for general 
inside and outside use: Heat Resisting, 
for use on surfaces with a temperature 
up to 1000° Fahrenheit. 
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PORTABLE DRIVE TRUCK 


@ WHEN a motor breaks down or 

needs repairs, when it is desired to 
drive a single machine in a group 
without running the entire group, this 
new portable truck with a motor on it 
can be wheeled into position and be 
ready to run in five minutes. The 
truck consists of a standard Rockwood 
Drive made as a part of a practical, 
sturdy truck. The motor weight is 
pivoted, as in all Rockwood standard 
bases, so that part of the weigtt of 
the motor automatically maintains 
tensions, or tightness, in the belt. 
Alignment of the motor and driven 
pulleys can be quickly secured and the 
drive is then ready to go. Units of 
this sort have a usage in all industrial 
plants using a large number of motors 
of from 2 to 10-horsepower. The drive 
truck will accommodate practically 
any of the standard makes of electric 
motors or gas engines up to 400 to 
500 pounds weight—The Rockwood 
Manufacturing Company, Indianapo- 
lis, Indiana. MILL SUPPLIES, July, 
1934. 


WELDING ELECTRODE 
@ DIFFICULTY in arc welding steels 
containing more than .20% carbon is 
overcome by a new heavy coated elec- 
trode, known as “Murex Special A,” 
according to its manufacturer. The new 
electrode, an improvement of a previ- 





ous design, hinders the migration of 
carbon from the parent metal to the 
deposited metal when welding and as- 
sures a more ductile deposit. The de- 
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posit, containing a small quantity of 
nickel, has unusually good physical 
properties and stress-relieved, all weld 
metal specimens invariably show clean 
full-cupped fractures under test. The 
tensile strength of these deposits is 
73,000 pounds per square inch, the 
yield point 59,000 pounds per square 
inch, the elongation in 2 inches is 31%, 
and the reduction in area is 63.5%. 
A fracture obtained at 73,000 pounds 
per square inch is shown in the illus- 
tration.—Metal and Thermit Corpora- 
tion, New York, New York. MILL 
SUPPLIES, July, 1934. 


STEAM TRAP 
@ DESIGNED to handle condensa- 

tion in any plant using steam for 
heating, cooking, machinery operation 
or generation of power, this new 
steam trap employs the float principle, 
which permits simple, rugged con- 
struction. Floats are made of heavy 





seamless copper, each carefully tested 
under 500-pounds pressure. Extremely 
powerful leverage allows discharging 
all condensation as fast as it enters the 
trap. Not affected by pulsating pres- 
sures. Trap maintains a water level 
sufficient to thoroughly submerge 
valve mechanism at all times, thus 
eliminating wire drawing, water 
hammer and excessive wear. Valve 
seat is of phosphor bronze and renew- 
able. Valve stem is monel metal, re- 
versible and renewable and has two- 
bearing alignment.—Nason Manufac- 
turing Company, New York, New 
York. MILL SUPPLIES, July, 1934. 


VERTICAL MOTOREDUCERS 


@ THIS vertical motoreducer, for 

double or triple reduction, is an in- 
tegral unit. One motor end bell is 
removed and the stator close coupled, 
through an adapter, to the gear case. 
Round frame motor is used. Avail- 
able from %-horsepower to 75-horse- 
power. Simple gear train is used, 
gears being precision, single helical 
type of alloy steel. Bearings are ball 
or roller as required. A separate oil 


sump below the gears, with an um- 
brella-like sleeve extending over and 



































above the oil level line, prevents leak- 
age down the low-speed shaft and 
avoids excessive heat from oil churn- 
ing. A circulating system for the lu- 
bricant employs a special pump and 
spray piping.—The Falk Corporation, 
Milwaukee, Wisconsin. MILL SUP- 
PLIES, July, 1934. 


CONDUIT 





@ A NEW Type of conduit that pro- 

vides a ball bearing surface in or- 
der to reduce wire-pulling friction 
has been developed. The inside of this 
new conduit, which is called “Electru- 
nite Steeltubes,” is processed, prior to 
forming and welding, so that the en- 
tire surface is covered with small, 
round, raised knobs which produce 
what the manufacturer refers to as a 
ball bearing surface. It is claimed 
that this type of contact surface re- 
duces the surface friction 30% and re- 
quires less time and cuts down jam- 
ming in the pulling of cables.—Steel 
and Tubes, Incorporated, Cleveland, 
Ohio. MILL SUPPLIES, July, 1934. 
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CONDOR V-BELTS 


HAVE NO INELASTIC STRETCH 
LIFE 1S 29.4% TO 358.2% GREATER 


The eight feature advantages of Condor 
V-Belts are based on extensive perform- 
ance tests and cre correctly embodied 
in every Belt. Unusual flexibility, neces- 
sary in high speed drives, is best pro- 
vided in the Condor Whipcord endless 
wound construction. . . . Stretch does 
not exceed 1.6% to 1.9% and the un- 
usual strength of Condor V-Belts partic- 
ularly fits them for all types of service. 











When preparing Condor 
whipcords for manufac- 
ture, we pretreat them 


to remove all inelastic 
Line are cumulative. Satisfied customers stretch. 


Benefits to jobbers handling the Condor 


“come back” for other Manhattan prod- 
ucts. Our policy protects the jobber 
and our aggressive merchandising pro- 
gram, field staff and factory research 
and engineering departments assist him 
to real profits. 
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Write for details of the Condor ve GC Cond 


8 ‘eo Pol NT Compensated Belt ~ Fire Hose 
Standard Belt i 


Hydraulic Hose 
V-Belt Packers Hose 


BALANCED CONSTRUCTION — eo 





Air Hose Sand Suction Hose 
Brower: Howe Spray How 
° ° ntractor 
1. No inelastic stretch Textile Mill Specialties  St#am Hose 
. Creamery Hose Water Hose 
2. Wide margin of strength Dredge Sleeves Chute Lining 
C. |. Air Tubing Launder Lining 
» § Uniform flexibility Asbestos Brake Blocks Garden Hose 
Industrial Brake Lining 
4. Freedom from structural failures Other MANHATTAN Products 
' 5. Smooth running until discarded Other Grades of Hose Pump Valves 
° ° Suction Hose Tubing 
6. Maximum traction Oil Hose Washers 
; Packing Molded Goods 
7. Slow side wear Matting Oilless Bearings 
Belting of Every Description 
8. Stiff lateral rigidity Molded Hose for Every Service 
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SOLE MANUFACTURERS OF COMPENSATED BELT 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC, 


EXECUTIVE OFFICES ann FACTORIES, PASSAIC, NEW JERSEY 


JULY, 1934 















‘ADVERTISING - 


‘kos r i, Sadie ia 






































Belmont Advertising, ap- 
pearing consistently 
month after month in 
outstanding industrial 
publications, tells indus- 
try the story of Belmont 
Quality, and helps build 
good will for you among 
your customers. 








The Belmont Sample Kit which we sup- 
ply to your salesmen contains samples 
of all the major types of Belmont Pack- 
ings. It backs up your story of Belmont 
superiority. 






































Besides illustrating and de- 
scribing the entire Belmont 
line, the catalog contains pack- 
ing service recommendations 
which help the salesman to 
analyze customers’ needs and 
fill them properly. 











THESE SALES HELPS MAKE IT EASIER FOR YOU TO SELL 


BELMONT PACKINGS 


Ome reason why we are able to provide such effec- 

tive, profit-building sales support to our dis- 
tributors is because we know from long experience 
just what the salesman needs to sell packings success- 
fully. The three factors shown here, backed up by 
Belmont Quality, are helping our distributors’ sales- 
men to do a splendid job. 


If you are not already a Belmont Distributor, we invite you to write 
to us for complete details regarding this progressive Belmont Plan. 


THE BELMONT PACKING & RUBBER COMPANY 
Butler & Sepviva Streets, » . . Philadelphia, Pa., U. S. A. 
“There is a Belmont Packing for every service.” 
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Charles K. Gartner, alias I. Whittle, 

senior member of the newly founded 

firm of Whittle and Chizzle. (Hollywood 
papers please copy.) 





NEW J. M. C. COMMITTEE 
NAMED 

@e MEMBERS of the executive 

committee of the Joint Mer- 
chandising Committee, as named 
on June 12, are: Alvin M. Smith 
and Frank M. Archer, represent- 
ing the Southern Supply and Ma- 
chinery Distributors Association ; 


| George A. Fernley and H. H. 


Kuhn, representing the National 
Supply and Machinery Distribu- 
tors Association; R. K. Hanson 
and David C. Jones, representing 
the American Supply and Ma- 
chinery Manufacturers Associa- 
tion. 

The offices of the J. M. C. were 
moved to the State Planters Bank 
Building, Richmond, Virginia, on 
July 1. 


PHILADELPHIA DISTRIBU- 
TOR LAUDS NRA 

@e VANCE C. BOYD, vice- 

president, Standard-Shannon 
Supply Company, writes: ‘“We 
are still heartily in favor of the 
NRA codes and have found that 
close adherence to resale prices 
has materially increased our 
profit. In addition to that, the 
officially recognized code has 
placed the distributor in the 
category of an industry. In my 
travels I can see a materially 
changed attitude among most 
buyers, as they are rapidly 


| learning that they can buy 


| through distributors more eco- 














MILL SUPPLIES. 


5 
: 
f 


SL RY age a SN ka Ry a a 


Se RE SEPT 








ASAP 


a 









ARE ROR ER I : Pay) 





| Hook jaw of chrome molyb- 
denum nickel alloy steel. 
















Instant grip and let- 
go. No slipping. You 


can't lock it on a 
pipe. 


Full-floating hook jaw has 
‘ handy accurate pipe scale. 





Replaceable heel jaw 
of chrome molybden- 
um nickel alloy steel. 





We guarantee 
you can't 
break or distort this 


9 housing. 








Handle and housing of aie 
new Super-X Alloy Metal 
—double the old eimai 
strength. 





Adjusting nut spins freely 
' in all sizes, 6” to 60”. 


The Hew Cl-Clloy al 


TTT Val 


y OU don't have to buy a special RimaID simply doubles the strength and power of this 
Wrench to get an extra powerful tool. All already unusual wrench. 


RU@AIDs are heavy-duty. For instance, the 24” size will hold a load of 3!/, 
. tons 9!/2 inches from the jaws. It has done it over 
The new RIMAID is twice as strong as the old and over in official tests. 


model that won a great reputation for strength. Sell rettantcm —for strength and safety. And your 
The new Super-X Alloy Metal is neither malleable customers get a lot of other satisfactions besides, 


nor steel but it has the advantages of both. It that no other pipe wrench gives them. 


Rikzalb 


PIPE TOOLS 





THE RIDGE TOOL CO. 
ELYRIA, OHIO, U.S. A. 


JULY, 1934 


NOW is the Timeto 
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rack Down'on 


Your customers can put an end to 
metal cutting waste by using ATKINS 
SILVER STEEL Hacksaws, “The Blades 
with the Blue End”. 


, They are built to cut more metal in 
less time, thus paring production costs 
to a minimum, and enabling users to 
meet keen competition—profitably. 


SILVER STEEL “Blue End” Hack- 
saws are the logical blades for you 
to sell now that metal cutting 
sales are stepping up every- 
where. 


E. C. ATKINS Ano COMPANY, 


INDIANAPOLIS, IND. 








nomically and to better advan- 
tage than distributing orders 
among numerous manufactur- 
ers. 


“With prices being stabilized, 
it is a natural development that 
buyers will turn to an examina- 
tion of quality in awarding busi- 
ness. We are preparing for 
this development by thoroughly 
training ourselves in the knowl- 
edge of the merits and points 
of superiority of our manufac- 
turers’ products.” 


WHOLESALE FIGURES FROM 
BUSINESS CENSUS RELEASED 
@ PRELIMINARY figures on 

the wholesale trade, by States, 
tabulated in connection with the 
1933 Census of American Busi- 
ness, reveal several interesting 
facts. 

For instance, in Wisconsin, 
there were 4,115 wholesale estab- 
lishments in 1933, as compared 
with 3,515 in 1929, a gain of 
17.1%. The net sale of these dis- 
tributors, however, showed a de- 
crease of 52.5% when compared 
with the boom year. Number of 
employes, on the other hand, was 
only off 29.7%. It appears that 
wholesalers, generally, have done 
their part in holding up the na- 
tion’s employment. 

In Wyoming, 1933 showed 347 
wholesalers as compared with 283 
in 1929. These wholesalers did 
46.0% less business, however, 
but had three more employees 
than were employed in 1929. 

Vermont, on the other hand, 





George Harris, proprietor of the Harris 
Supply Company, Portland, Oregon, has 
been back in the mill supply business 
for 18 months. He was formerly with 
the General Rubber and Supply Com- 
pany. He has put in almost 35 years at 
the business. Here he is with part of 
his organization. Left to right: Al 
Wheeler, book-keeper; George Harris; 
Ed Thirkell, salesman; Lyle Dagg, clerk. 
There are, in addition, one inside man 
and two outside salesmen. 
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WHEN YOU ARE IN THE MARKET 


jor 


DROP FORGED STEEL 
VALVES AND FITTINGS 
WATER TUBE BOILERS 
OIL REFINERY EQUIP- 
MENT. 1.4 ICE MAKING AND 
REFRIGERATING MACHIN- 
ERY 1.44 HEAT EXCHANGERS 
BREWERY AND DISTILLERY 
EQUIPMENT 





LOUISVILLE,’ KENTUCKY 
NEW YORK CHICAGO CLEVELAND DALLAS 









PHILADELPHIA CINCINNATI KANSAS CITY 








7 Hess age “y Mddsressed Lo Lunkenheime y) 
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Greater Opportunities in the 





Fig. 1834 

“ALVOR” 

Constant Level 
Oil Control 


Fig. 1815 
Bottle Oiler 






Fig. 1833 
“VOSTA” 
Loose Pulley 
Oiler 






Lubrication Field 


L UNKENHEIMER Distributors 
and their salesmen should capitalize 
on the growing interest in the econ- 
omy of better lubrication of indus- 
trial equipment. 


Lubrication engineers and sales- 
men are educating plant executives 
to the advantages of applying the 
right lubricants in the right way. 
They know that in addition to using 
the proper lubricants, high grade 
lubricating devices must be used to 
obtain the best results. They are 
more than willing to recommend 
reputable devices for purchase 
through distributors. 


These lubrication engineers and 
salesmen have a high regard for 
Lunkenheimer Products. You can 
do well to contact the industrial 
lubrication offices of the oil com- 
panies in your territory and explain 
that you can offer service on Bottle 
Oilers, “Glaswick” Oil Cups, “Al- 
vor” Constant Level Oil Controls, 
“Vosta” Loose Pulley Oilers and 
other Oiling Devices. Show them 
Lunkenheimer booklets F-524, 
F-532 and F-595, and suggest that 
they furnish a set of the booklets 
to each member of their sales force. 


And most important, be sure to 
carry ample stocks to render 
prompt service when Lunken- 
heimer Devices are recommended. 


THE LUNKENHEIMER SO 


—=“QUALITY = 
CINCINNATI, OHIO. U. S.A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 





EXPORT DEPT. 318-322 HUDSON ST. NEW YORK 







SELL QUALITY - SELL LUNKENHEIMER 





showed a decrease from 308 to 
247 in the number of wholesalers 
but the fewer number were not as 
hard hit as were those in other 
states, their total sales being only 
38.0% less than in 1929. The 
fewer number of houses em- 
ployed only 5.3% fewer em- 
ployes. 

Wholesale trade in Utah shows 
a drop all around. Number of 
establishments decreased from 
736 in 1929 to 646 in 1933; sales 
were off 52.8% and number of 
employees down 14.1%. 


The number of wholesalers in 
Nevada registered a sharp gain, 
from 96 to 141. Moreover, the 
sales of these 141 houses were 
only 27.6% less than the total 
sales in 1929. Employment was 
23.3% less. 


There were 16.8% fewer whole- 
salers in Delaware in 1933 than 
in 1929. Further, their total 
business was off 59.5% and em- 
ployment 22.5%. 


Another increase in number of 
establishments was registered in 
Idaho, where the total for 1933 
was 758 as compared with 681 for 
1929. Total sales were 59.4% 
less, while employment was off 
39.9%. 

The numerous instances of an 
increase in the number of whole- 
salers would seem to indicate 
that many manufacturers have 
changed their minds about doing 
away with the middle man. 


ABRASIVE MACHINE DIS- 
TRIBUTES GILMER 
PRODUCTS 


@ THE Abrasive Machine and 

Supply Company, Newark, 
New Jersey, has taken on the 
distribution of Kable-Kord belts 
and V-belts manufactured by the 
L. H. Gilmer Company, Phila- 
delphia. 


ADDITIONS MADE TO 
STANDARD-SHANNON FORCE 
@e MALCOLM KERBAUGH, a 

salesman, and Vincent Gar- 
rity, assistant purchasing agent, 
have joined the organization of 
the Standard-Shannon Supply 
Company, Philadelphia, Penn- 
sylvania. 
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For Greater Service to 


Distributors and Manufacturersm 


The Directory Issue 
of MILL SUPPLIES 


Distributors: 


Announcement of the first annual Direc- 
tory edition of Mill Supplies—to come 
out in Mid-December, 1934, as the 13th 
issue of the magazine—is of particular 
interest to you as distributors in that it 
will permit you to render greater service 
to your customers. 


The new Directory edition is planned 
and designed to give you quick, com- 
plete, up-to-date buying information in 
the most convenient and practical form. 


The Directory number—when used by 
your salesmen—will automatically  in- 
crease the scope of your line. When a 
customer wants to include an item which 
you do not happen to handle, your sales- 
man can refer to the Directory, know 
where the item can be obtained, and can 
take the order knowing that he can de- 
liver it. 


Mill Supplies is dedicated to the service 
of mill supply distributors. When you 
use the Directory, you will do so in the 
knowledge that the manufacturers whose 
products are listed recognize the im- 
portance of the distributor and will co- 
operate with you. 


Let’s start thinking about this new Direc- 
tory number now. It will supply you 
and your men with a new and valuable 
tool for increasing sales. 


Manufacturers: 


The new annual Directory edition of 
Mill Supplies, which will replace the Mill 
Supplies Catalog & Directory, is de- 
signed to provide you with the most ef- 
fective method possible for presenting 
your products at a time when distribu- 
tors are buying. 


Differing from the old Catalog & Direc- 
tory, the new Directory edition of Mill 
Supplies will permit display advertising— 
in units of inserts, pages, two-thirds, 
thirds, sixths and twelfths—adjacent to 
the classified listings. The old method of 
grouping advertisements in the catalog 
section will be discontinued in favor of 
this more effective method. 


Think what this means to you! When the 
customer is interested in a certain prod- 
uct, and turns to the proper classifica- 
tion, there’s your advertisement. It will 
mean sales for you—many of them. 


Time is short. A note from you today 
will bring specimen Directory issue lay- 
out and classifications under which your 
products will be listed. 


Write for this information today. Make 
sure that you are adequately repre- 
sented in this Directory edition which 
will be used by every distributor organi- 
zation in America. 


MILL SUPPLIES 


520 North Michigan Avenue 
Chicago, Ill. 
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DELTA FILES 
ARE THEIR OWN 


BEST 
SALESMEN 





HENEVER you can induce 
a prospect to conduct a test 


of Delta Files in competition with | 


any other make, you make a cus- 
tomer and a friend. The Delta 
Files themselves will see to that— 
by removing far more metal in any 
given period and proving 

the savings they effect in 
filing time. 

That is why Distributors 

value the Delta franchise— 

that and because of Delta 
Cooperation. This includes 
advertising in leading indus- 

trial publications and also 

the famous Delta File Sales 
Manual — the remarkable 
book that shows how and 
where to sell files. 

There are openings for Dis- 
tributors in a few good 
territories. If you are not 
already a Delta dealer, you 
should investigate the Delta 
Franchise. 


#& DELTA FILE WORKS ©) 


4837 James Street (Bridesburg), Philadelphia, Pa. 
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DISTRIBUTORS 


—= 
Broderick Bascom Rope Co. 
Black & Decker Mfg Co. 
Hygrade Sylvania Corp. 
Columbian Rope Co. 
Hewitt Rubber Corp. 
Nicholson File Co. 
Scoville Mfg. Co. 
Carborundum Co. 

Parker Kalon Corp. 
Warren Belting Co. 
Safety Belt Lacer Co. 
Morse Twist Drill Co. 
Holo Krome Screw Corp. 
Manufacturers Brush Co. ;:£:£2£2£2 22 wr won nen e ee eee eens eee eeee 


Fairbanks Valves GENERAL MILL & FACTORY SUPPLIES 


An advance card which is used by the out-of-town salesmen of Burhans and Black, 
Incorporated, Syracuse, New York. This card is mailed out a week in advance of 
the contemplated visits. 


BURHANS & BLACK, INC. 
SYRACUSE, N. Y. 


MILL SUPPLY DEPT. 


The writer will call on you on or 
SE uscrctentooce aera ee Please 
reserve a share of your orders for me. Hoping 


to have the pleasure of seeing you, I am, 


Yours truly, 














SALES PROMOTION check sheet showing all of the 





products handled by the com- 
pany. This sheet or chart was 
of heavy manila suitable for 
nailing or pinning to a wall. 


(Continued from page 22) 





| taken in the warehouses, the pipe 
| shop and the call counter and 
| trucks, scattered freely, helped to 
| put over the story to the buyer. 


} ° 
| Actual instances of unusual serv- 





PLANNED SELLING REMOVES 
THE PRICE CRUTCH 


| ice were told with a punch. A list 
| of the principal lines handled by 


|the company on an exclusive 
| basis were listed. 


Another in the series featured 
power plant equipment and was 
mailed to a list of those inter- 
ested in this type of equipment. 
The first, of course, was sent to 
| the general list. Copiously il- 
| ustrated with pictures of prod- 
_ ucts and their applications, this 
_second broadside featured pipe, 

valves, fittings, packings and re- 

| fractories and listed the other 
| products with applications in 
| the power plant which were han- 
dled by Ross-Willoughby. 

This broadside was a little 
more technical in nature, de- 
signed as it was for technical 
men, but the theme was the 
same as that carried through the 
| first—Ross-Willoughby can sup- 
‘ply your every need. 

Both were done in two colors 
| on enameled stock, which gave 
them a finished, expensive ap- 
pearance in line with the type 
of story told. 

A year or two ago, the Ross- 
Willoughby Company, one of the 
first to carefully analyze its cus- 

| tomers and their needs, issued 
to each of its customers a large 


(Continued from page 17) 





form of planned selling we know 
of. 


Then our second record card, 
which is reproduced with this 
article, is filed geographically 
and then alphabetically, accord- 
ing to customer’s name. There 
is a card for every account. In- 
active accounts are filed separ- 
ately. The cards list the firm 
name and address, the buyer or 
manager, the kind of business, 
rating, and shipping point. The 
months are then listed in the 
left-hand column. In the next 
five columns, the figures repre- 
sent sales by month and totals 
from 1933 through 1937. The 
last column is reserved for re- 
marks. 

The lower portion of the card 
is again divided into months and 
years. The years are written in 
the left-hand column and the 
months are listed horizontally 
along the bottom of the card. 
There are smaller columns above 
each month, representing the 
weeks. A green flasher is used 
to indicate when the salesman 
called last, and a red flasher is 
used only when purchases are 
falling below normal. 
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As this article is being writ- 
ten, the system is only three 
months old, so you will notice 











} that only six calls have been 
3 made. 
b I get a sales report every 10 


days, and at least that often 
study the flashers. We could 
have made the information more | | 
detailed by having another row | 
at the bottom of the card in | 
which to write the percentage 
of loss or gain each month, but 
that would necessitate an extra 
person. All we want to know | 
is the regularity of our sales- 
men’s calls and if and when pur- 
chases fall off. Then if we want 
the month-by-month percentage 
of one or two or even a dozen 
accounts, we can have that 
drawn off. We have purposely 
tried to keep the posting of facts 
as simple as possible. The cards | |— 
for inactive accounts are posted Four SUCCESSIVE Don NELLEY-BUILT INDUSTRIAL SUPPLY CATALOGS HAVE HELPED SUSTAIN 
for one year only. | THE SALES AND PRESTIGE OF THE SUCCESSFUL OLD HOUSE OF BEALs, McCartuy & Rocers, INc. 
By means of studying our cus- 
tomers’ catalogs; holding fre- 
: quent round-table discussions of 
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formed as to the orders their | 
f customers are sending in; visit- | 
ing all exhibitions of new ma- | T O B U Y 
chinery and allied parts; solicit- | [0° (See ee foexconed Bhs aeaa 
ing the manufacturers’ help on | _ Bonus WoCumuny & Kowwre 


product applications and keep- 
ing a record of each man’s per- 


formance by major lines, we are : pickets _ "ea cman R E - i ‘ | S 
. e ‘ 8. NY 
finding ourselves able to lay wonnes 
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aside the price crutch in favor si tail ‘ 
of sound selling. t, 8, bomelley & fous Company 
550 Bast 22nd St. 
Caicag, 11 e . . 
cs a Taking all of the industrial 


= supply distributors for whom 
The shipment of our bound catalogs 
rrived in our warehou: romptly Monde: ing. We . 

Save eamsines the eemheted esncleg eoretully ect Donnelley’s are now build- 


pleased with the book you have made for us. The dis 


eS 


tribution of these catalogs to our custosers is well ing new catalogs, each dis- 
under way and the splendid rastion which we have al- 
ready received is very great ify in, * 

wialsecats ear ces aNlavaaiiata tributor on an average has 


which you heve handled this sork has justified our 
lacing this business with in 4 wish to « , sats: 
Cicer tox’ due the fans autath ar aeneoeeh ant ox bought 3.9 Donnelley cata- 
operation which you and your whole departeent have 
shown in the production of this latest catalog for us. 





EP. MoCarthy MLE 





ply catalogs indicate the 


logs. 
; Very truly yours, 
Beals, McCarthy % Rogers, Inc. 
3 More than 1000 repeat order 
is cs 
deities a ebeiaanee editions of Donnelley sup- 
- 





A corner in the industrial supply de- proved aid that such a cata- 
partment of the Yakima Hardware Com- Y log offers your business. 
q pany, Yakima, Washington. In the | Res iticwrue 


hae 


. background is P. H. Ketcher, assistant 7 
d sales manager, who presides at the city 
desk. In the foreground is L. M. Plum, 


ice clerk. Polo pl has hit Yaki 
hard, Plum is greatly interested in the | Re R. DONNELLEY & SONS COMPANY 
sport and the others in his company are 

expecting him to make the team. 350 EAST 
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MANUFACTURERS 
TELL US 


Of personnel changes, new sales plans, new literature, 


changes in quarters, new distributors appointed and other 
facts of interest 
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UNITED SUPERIOR UNION 
ADDS DISTRIBUTORS 


@ THE United Superior Union 

Company is making  con- 
siderable headway in putting 
on new distributors for the 
United Superior union. The fol- 
lowing new distributors have 
taken on the line: Bride, Grimes 
Company, Lawrence, Massachu- 
setts; W. L. Blake and Company, 
Portland, Maine; Boston Pipe 
and Fitting Company, Boston, 
Massachusetts ; B. F. Gilmour and 
Company, Incorporated, Brceok- 
lyn, New York; Hobson and 
Lawler, Lowell, Massachusetts: 
J. D. Johnson Company, Incor- 
porated, Brooklyn, New York, 
Camden, New Jersey, Bridge- 
port, Connecticut; Strong, Carl- 
isle and Hammond Company, 
Cleveland, Ohio; R. B. Wing and 
Son Corporation, Albany, New 
York. 


CLING-SURFACE MAKING 
HALF-POUND BARS 


e THE Cling-Surface Company 

is now putting up its product 
in half-pound bars in addition to 
the one pound size which has 
been the smallest heretofore. 

The tube container for these 
half-pound bars is extended 
three or four inches beyond the 
end of the bar in order to provide 
a handle when the bar is worn 
down to the end. 

This dressing is intended for 
use on leather, canvas, rubber or 
balata belting. 


APPLETON-ATLAS MOVES 
TO MILWAUKEE 


e THE general offices and fac- 
tory of the Appleton-Atlas Car 
Mover Corporation have been 
moved to 2947 North Thirtieth 
Street, Milwaukee, Wisconsin. 
This move, according to Allen 





A serious huddle on diesel engine, pump and compressor applications was interrupted 

in order to get this picture. Left to right: W. T. Nary, Worthington Pump and 

Machinery Corporation; Jack Schellhaas, George F. Motter’s Sons, York, Pennsyl- 

vania; George C. Ruby, sales manager of the same organization; W. 8. Motter, vice- 

president; John C. Motter; and F. R. Humerick, sales engineer, Worthington Pump 
and Machinery Corporation. 
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Allen J. Hoffman 


J. Hoffman, president, was made 
for the purpose of securing bet- 
ter transportation facilities and 
to afford closer contact with cus- 
tomers. The new plant is more 
modern and provides space for 
enlarged manufacturing opera- 
tions. 


IRVING LEMAUX IN SERIOUS 
ACCIDENT 
e IRVING LEMAUX, presi- 
dent, Indianapolis Brush and 
Broom Manufacturing Company, 
Indianapolis, was seriously in- 
jured early in June. It is ex- 
pected that he will be laid up for 
several weeks. 

Mr. Lemaux was playing golf, 
which he had played perhaps 15 
times before in his life. In dodg- 
ing a golf ball he fell on the hard 
sod and broke his leg just be- 
neath the hip. 

Not only is “Irv” much per- 
turbed about having to stay in 
bed for so long a time but he is 
no little disturbed over the fact 
that he is missing connections 
on a contemplated fishing trip. 


REEFE APPOINTED CHICAGO 
MANAGER BY RANIVILLE 
@ HARRY REEFE has taken 

charge of the Chicago office 
of the F. Raniville Company and 
will have charge of Chicago sales 
of this company’s belting. 

Mr. Reefe was formerly pur- 
chasing agent for the Indepen- 
dent Pneumatic Tool Company 
of Chicago. He was president 
of the Chicago Purchasing 
Agents’ Association in 1932 and 
1933. He also served one term 
as director of the National As- 
sociation. 
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& In the industrial centers where you make your calls 
Nicholson File Advertising is going to bat for you all through the 
year and, more than that, is bringing in file business. 

This advertising, planned to help Mill Supply Salesmen, reaches 
industrial purchasing agents in a number of ways. If they read a nat- 
ional magazine like Collier’s, they see Nicholson Files advertised. If 
they read Time the same thing happens. 

Newspapers and Industrial Papers also do their share in selling 
the industrial buyer on the quality of Nicholson Files. Every Nichol- 
son advertisement makes your work easier, your sales more certain. 
Line up with Nicholson File Advertising. It is lining up customers 
for you. Nicholson File Company, Providence, Rhode Island, U. S. A. 


Nicholson Files are exhibited in “The Home Workshop” at t 


A Century of Progress, Chicago, Building 3, second floor 
nT 
a 
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FILE FOR EVERY PURPOSE 
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A ¥" to 114” RATCHET 
PIPE THREADER 


/ 


THE ONLY TOOL THREADING %” TO 
1%” INCLUSIVE. OTHER SMALL RATCHET 
SETS STOP AT 1”—**TOLEDO” NO. 11 
INCLUDES 144”. 





“TOLEDO” now offers the popular No. 


1, %”" to 1%” ratchet tool in a still 
greater range. Complete coverage up to 
1%” at popular prices. Any combina- 
tion can be furnished as required. Long 
handle, large ratchet, dies can be re- 
ground when dull, and ample chip clear- 
ance. 


You can expect even more demand for 
this popular tool now that the threading 
range is increased. A few of the com- 
binations are listed below and net prices 
shown. 


Eastof West of 

Rockies Rockies 
%,” to 1” incl.....Net $17.00 $18.70 
%” to 1%” inel...Net 19.50 21.45 
%” to 14%” inel....Net 17.00 18.70 
%” to 1%” incl....Net 14.50 15.95 
%” to 1” inel......Net 12.00 13.20 
%” to 1%” inel....Net 12.00 13.20 


Subject to Liberal Dealer Discounts 


THE TOLEDO PIPE THREADING 
MACHINE CO., TOLEDO, O. 
NEW YORK OFFICE & DISPLAY, 

72 LAFAYETTE STREET 


~é— 



































STEEL MAN PROMOTED 


L. S. Hamaker 


@ LAWRENCE S. HAMAKER, 

sales promotion manager of 
the Republic Steel Corporation, 
has been promoted to the post 
of vice-president and general 
manager of the Berger Manufac- 
turing Company, Canton, Ohio, a 
Republic subsidiary. The an- 
nouncement was made from the 
Republic office, at Youngstown. 

Hamaker succeeds Joseph B. 
Montgomery, Jr., who has re- 
signed. Hamaker is a native of 
Canton. He began his industrial 
career in 1919 in the sales de- 
partment of the Berger Com- 
pany, transferring to the adver- 
tising department in 1923. In 
1925 he was appointed advertis- 
ing manager of the United Alloy 
Steel Company, and upon the 
merger of that company with 
Central Alloy Steel Company of 
Massillon became advertising di- 
rector of the new corporation. 
With the formation of Republic 
Steel Corporation in 1930, he was 
made advertising manager and 
sales promotion director. 


GOODRICH ADDS 
DISTRIBUTOR 
e THE B. F. Goodrich Rubber 
Company, Akron, Ohio, has 
announced the appointment of 
three new distributors: the J. 
G. Christopher Company, Jack- 
sonville, Florida; Milling Ma- 


| chinery Company, Inébrporated, 


Kansas City, Missouri, and 
the Reichel-Korfmann Company, 
Chicago, Illinois. 








Chain Pipe Vise! 
by ““GREENFIELD”’ 


This is the “Little Giant” Chain Pipe Vise. 
It is strong, light, compact, quick in action, 
positive in grip. It will firmly hold pipe 
or bars as small as 14” in diameter, or as 


large as 8”, without the slightest chance 


of their bending or kinking. 


There’s a consistent demand among plumb- 
ers and steamfitters, machine shops, ga- 
rages and service stations, for a desirable 
chain pipe vise such as this new “Little 
Giant.” Your customers will readily ap- 
preciate its sturdiness, its fine finish, and 
its convenience, for the smaller sized vises 
can be easily carried in a tool kit. They 
will also appreciate the ease with which it 
can be attached to bench or post. 


The “Little Giant” is a real Chain Pipe 
Vise—the finest, we believe, on the mar- 
ket. It will find ready and rapid accept- 
ance by your trade. In accordance with 
the settled Greenfield policy it allows you 
a splendid profit. Details are worth ask- 
ing us for, 


#¢2:z?e: 


Visit the Greenfield display of 
products at the General Exhibits 
Building, No. 3, Century of Progress 





GREENFIELD 9 TAP AND DIE 
€ CORPORATION 
GREENFIELO. MASSACHUSETTS 


BRANCHES 


New York: 15 Warren Street 
Chicago: 611 W. Washington Bivd. 
Detroit: 228 Congress St., W. 


Canadian Plant: Greenfield Tap & Die Corp. 
of Canada, Ltd., Galt, Ontario 
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GENERAL REFRACTORIES 
APPOINTS MANAGER 

@ JOHN C. HOPKINS has been 
appointed district sales mana- 

ger of the Cleveland office of 

General Refractories Company, 

Philadelphia. 

He was formerly associated 
with the Central Furnace Divi- 
sion of the American Steel and 
Wire Company, Cleveland, and 
has held various posts at all of 
the company’s blast furnace 
plants. 

In December, 1922, he was 
appointed superintendent of the 
Central furnaces and in 1929, 
general superintendent of blast 
furnaces and steel plants, serv- 
ing in this capacity until re- 
cently. 

Mr. Hopkins’ new headquar- 
ters are in the Leader Building, 
Cleveland. James P. Raugh is 
associated with the same office. 


GILMER APPOINTS THREE 
DISTRIBUTORS 

e THE L. H. Gilmer Company, 

Philadelphia, Pennsylvania, 
has appointed the following dis- 
tributors for its line: Brierly- 
Lombard Company, Worcester, 
Massachusetts; Abrasive Ma- 
chine and Supply Company, New- 
ark, New Jersey; and Tuescher 
Pulley and Belting Company, St. 
Louis, Missouri. 





Gordon N. Lewis, Jocelyn Lewis and 
Meckey. Mr. Lewis recently joined the 
organization of Jenkins Brothers, man- 


ufacturer of valves. 
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When it’s a 


matter of what 
line to sell... 


ARMSTRONG 


ARMSTIEANG BROS. 









Remember that over 95% of your tool customers use 
ARMSTRONG TOOL HOLDERS—that to 95% of your 
customers and prospects “ARMSTRONG” is accepted as 
proof of highest quality. 


Remember, too, how ARMSTRONG WRENCHES have 
gained steadily in the quality wrench market . . . that 
ARMSTRONG Lathe Dogs and Clamps are specified by 
name in leading plants . . . that each ARMSTRONG 
BROS. Pipe Tool is an improved tool with many added 
sales points. 


Remember, too, that all ARMSTRONG Lines are com- 
plete—need no fill-ins. That ARMSTRONG advertising 
runs continuously thru “‘good times” and “bad.” That 
the ARMSTRONG policy has been a strict jobber policy 
—has never varied in over 40 years. That prices are 
maintained and profits protected. That you have the 

same deal, are in the same competitive 


position as every other distributor. 
Tool Holders 
Lathe Dogs 
Ratchet Drills 
“C’’ Clamps 
High Speed Steel Bits 
Armide (Carbide) Bits 
Drill Posts 
Planer Jacks 
Machine Shop Specialties 


When it comes to selecting lines, re- 
member these important things and that 
the more ARMSTRONG Lines you carry, 
the greater your volume, for each sells 
the other. Remember, too, the indus- 
trial tool distributor’s first axiom, “You 
will never get stuck on an ARMSTRONG 
Line.” 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 
Pipe Wrenches and Tongs 


ARMSTRONG BROS. TOOL CO. 


‘‘The Tool Holder People’’ 


Write for Catalog 





ARMSTRONG 


TOOLS from your 
Supply House . 






305 N. Francisco Ave. 
New York Sales Office: 109 Lafayette Street 












CHICAGO, U.S. A. 



















H.K.PORTER, 













There is nearly half a century of sales making performance 
behind Porter tools. So successfully have they sold themselves 


that with many houses they are “de- 
mand goods” and their volume and 
profit making possibilities are not at- 
tained. Give adequate sales support 
to the Porter line: 


Bolt Clippers Compacts 
Chain Cutters Foresters 
Shear Cutters 


and you will find the market respon- 
sive, results gratifying. 


| position 








Porter Tools are sold through 
Mill Supply Houses 








INC. £VERE7T7. MASS. 








Here Today! 
THE HOISTS OF TOMORROW 
and they bear the CM label 








cM 
CYCLONE 


12 Anti-Friction 
Bearings 
A dependable long-life 
hoist, efficient, with gy- 
rating yokes. Dust-proof, 
oil-tight housing. Screw 
type brake. 











CM 
AL-LITE 


World’s First 
Aluminum Alloy 
Hoist With 
Safety Governor 
One-third lighter, facili- 
tates one-man handling. 
Strong, durable. High 

efficiency. 








CM 
HERCULES 


Safety Hoist 
with Safety 
Governor 
High speed, spur-geared. 
Simple design. Adjust- 
able load brake. Quick 
lowering. 








@ These three hoists, on display at all CM distributors, 
are part of the completely modernized CM line. .. What- 
ever your handling problem, whether large or small, 
there’s an up-to-date CM unit for the job. 
Chisholm-Moore Hoist Corporation, Tonawanda, N. Y. 

( Division Columbus-McKinnon Chain Corporation ) 


CHISHO 








CHAIN HOISTS 
TROLLEYS 


















OORE 





ELECTRIC HOISTS 
CRANES 






LINK-BELT HAS INSTRUC- 
TIVE EXHIBIT AT FAIR 


@ NOTEWORTHY among the 

industrial exhibits at this 
year’s Century of Progress Ex- 
is that of Link-Belt 
Company, Chicago, in the Gen- 
eral Exhibits Building, where 
the company’s mechanical ma- 
terials handling machinery and 





positive power’ transmitting 
equipment are portrayed in 
beautiful colored illuminated 


glass pictures; in working mod- 
els that hold the attention of 


| young and old; in dioramas; and 


| in actual machinery 


units, a 


| number of which can be operat- 


| handling 
crawler dragline handling dirt; 





ed with ample opportunity to ob- 
serve how each works. 

The working models include a 
pivoted bucket conveyor for 
coal and ashes, a 


and a rotary railroad car dump- 
er. Crawler cranes and excavat- 
ing shovels, and a unique new 
positive variable speed transmis- 


|, sion, are among the various ad- 


ditional equipment the company 
is displaying this year. 


| ALLIS-CHALMERS APPOINTS 


SALT LAKE MANAGER 


| @ ALLIS-CHALMERS MANU- 


FACTURING COMPANY has 
announced the appointment of 
W. R. Judson as manager of the 
company office at Salt Lake City, 
Utah. For the past three years 
Mr. Judson has been managing 
director of Allis- Chalmers 
(France), representing the Allis- 
Chalmers Manufacturing Com- 
pany in Europe. Prior to that 
time, for 13 years, he was mana- 
ger of the company office at San- 
tiago, Chile, covering Chile, Peru, 
and Bolivia. 

In Salt Lake, Mr. Judson suc- 
ceeds H. E. Weiss, who has been 
transferred to the company’s of- 
fice at Kansas City. 
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BUNTING ADDS TO SELLING 
STAFF 
@ FOUR new major sales repre- 
sentatives have been added 
to the already large force of 
The Bunting Brass and Bronze 
Company, Toledo. 

J. F. Roberts has been ap- 
pointed manager of the Bunting 
branch at Dallas, Texas, R. H. 
Roberts as manager of the 
Kansas City branch, and F. W. 
Roberts as manager of the 
branch serving Metropolitan 
New York. These three new 
Bunting men are brothers, sons 
of the late W. H. Roberts who 
achieved a spectacular record in 
the field of sales and sales pro- 
motion throughout the Mid- 
West where he was connected 
with the Toledo Scale Company 
and other equipment manufac- 
turers. 

J. R. Bateman will render a 
specialized sales and engineering 
service to Bunting customers in 
Illinois, Wisconsin, Minnesota, 
Missouri, Iowa and Kansas, mak- 
ing his headquarters in the Chi- 
cago Branch of the company. 
Mr. Bateman is a sales engineer 
of long experience, being an as- 
sociate member of the Society of 
Automotive Engineers and a 
member of the American Society 
of Agricultural Engineers. His 
previous connections include: 
Metal Products Company, De- 
troit; Chalmers Motor Company, 
Detroit; Bearings Service, Chi- 
cago; Hyatt Roller Bearing 
Company and Moraine Products 
Company, Dayton. 


PIDGEON-THOMAS DISTRIB- 
UTES ENDURO 
@ APPOINTMENT of Pidgeon- 
Thomas Iron Company, Mem- 
phis, Tennessee, as a distributor 
of Enduro stainless steel has 
been announced by N. J. Clarke, 
vice-president in charge of sales, 
Republic Steel Corporation, 
Youngstown, Ohio. 


WHITLAM OPENS SAN FRAN- 
CISCO WAREHOUSE 

@ J.C. WHITLAM is now carry- 
ing a warehouse stock at 553 

Howard Street, San Francisco, 

to distribute Vertex and Tyte- 

Unyte pipe joint compounds on 

the Coast. 
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=— DISTRIBUTORS =! 


Here are 


FACTS 


That Will Make You Want to Sell 


FAULTLESS 


CASTERS for INDUSTRY 


1 You are calling regularly on all classes of manufacturing 

™ trade. Every plant uses casters. The need for replacements 
is enormous. (Besides, there are many opportunities for 
caster sales in institutions of other types.) 


y » The Faultless Caster line is complete in every respect. You 
can supply any need with Faultless Casters. 


3 You can guarantee Faultless Casters to provide smoothness 

™ in operation, sturdiness, dependability and long life. You 
will find their reputation for performance preceding you on 
most of your cails. 


4. You can carry sufficient stock to do a comprehensive sales 
job with a small capital investment. 


5 We provide close personalized sales cooperation under our 
te 


selective distributor plan—real pro- 
“<C> 
rr 


tection and a good profit margin. 
l- 


an 
‘ ; 









No. 108 — 4 caster 
with thread guard 
. (left); without 

thread guard 
(below). 


Regular duty swive 
easter No. 121—2'/2 
with Ruberez, soft 
tread wheels. 


You will find it’s not hard 
to sell Faultless Casters. 
Ask for our new Catalog OC, 
our new simplified catalog 
sheets for distributors’ sales- 


The 100 series is de- 
signed especially for 
general use. The 200 
series is recommended 

where heavier service 
men, and all the facts. is required. 


FAULTLESS CASTER CORPORATION 
Factory and Executive Offices: EVANSVILLE, IND. 
Canadian Factory: STRATFORD, ONTARIO 


BOSTON BUFFALO CHICAGO GRAND RAPIDS HIGH POINT, N. C. 
LOS ANGELES NEW YORK ST. LOUIS PHILADELPHIA 











MOVE THE FAULTLESS WAY 


































The NEW HOME of 














2947 North 30th St., Milwaukee, Wis. 


ciently fill your requirements for ATLAS 
Car Movers and repairs. 


APPLETON - ATLAS 
CAR MOVER CORP. 


2947 NORTH 30TH ST. 
MILWAUKEE, WIS. 


Formerly located at 


APPLETON, WIS. 


eT, 3 
6, LL MOVE 
VE US a act To STAND AMD WEY’ THE EAR 











To Distributor Executives: 


When you have gone through this issue of MILL 
SUPPLIES, ask yourself if it would not be worth four cents 
a man to you to be assured that every one of your salesmen 
obtained the full benefit of the many sales-building helps it 
contains. 


At a cost of only four cents a month, you can (as hundreds 
of other distributors are now doing) send MILL SUPPLIES 
to each one of your salesmen’s homes. There, in one or two 
evenings a month, they can absorb enough valuable informa- 
tion to repay you hundreds of times over for the small ex- 
pense you have incurred in sending the magazine to them. 


Send us today the names and addresses of the men who 
should receive the Magazine. A bill will be sent you later. 


MILL SUPPLIES, 520 N. Michigan Ave., Chicago, Ill. 








The Famous Atlas Car Mover is 


From this new address, we can serve | 
you even better than in the past. | 
Quicker mail service, better transporta- | 
tion facilities, and immediate shipments | 
enable us to more promptly and effi- | 








UNIQUE ADVERTISING 
BY JENKINS 

@ AN unusual piece of valve lit- 
erature is the 12-inch cut-out 

replica of a Jenkins standard iron 

body gate valve, recently pre- 

pared by Jenkins Brothers, New 

York City. 





The cut-out, as shown, provides 
an exact reproduction of both the 
exterior and the mechanism of a 
big, heavy Jenkins valve. An ac- 
curate listing of the features of 
design and construction is given 
in a form which makes it con- 
venient for valve users to follow 
the suggestion to “compare point- 
for-point with other good valves 
and let your own judgment say 
which one is best.” 


UMSTATTD ELECTED 

TIMKEN PRESIDENT 
@ AT a special meeting of the 
board of directors of The 
Timken Roller Bearing Company 
held June 16, H. H. Timken re. 
signed as president of the Com- 
pany and William E. Umstattd 


| was elected president. Mr. Tim- 


ken remains as chairman of the 
board. 

Mr. Umstattd has been with 
The Timken Roller Bearing Com- 


| pany since leaving the Army in 


1919 and has worked in all de- 
partments of the plant, being 
advanced to assistant superin- 
tendent, assistant factory mana- 
ger and factory manager. Mr. 
Umstattd in January, 1932, was 
advanced to the position of ex- 
ecutive vice-president, so with 
all activities of the company, in- 
cluding financial, selling, produc- 
tion, and general company pol- 
icies. 
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Fred Key, the man who put the “Key” in 

Key Boiler Equipment Company and 

Buddy, the little pig who put the “P” 

in Petroleum Exposition, photographed 
at the recent Oil Show in Tulsa. 


@ A 42-page loose-leaf book- 
let, termed “Data and Price 
List” has been issued by the 
Medart Company. It contains 
complete and valuable engineer- 
ing and purchasing information 
on all types of multiple and frac- 
tional horsepower Medart V-belt 
drives. A copy will be sent on 
request to the company. 


1933 ABRASIVE SALES NEAR 
1931 LEVEL 
@ SALES of abrasive wheels, 
stoves, paper, cloth and re- 
lated products in 1933 were only 
7.5% less than those for 1931, 
according to preliminary figures 
collected in the Biennial Census 
of Manufactures taken in 1934. 
Total sales of these products in 
1933 amounted to $23,054,028. 
A breakdown of this total 
shows sales on specific products 
to be: abrasive grinding wheels, 
$10,285,415; artificial abrasive 
sticks, stoves and bricks, $833,- 
272; oilstones, scythestones, and 
other whetstones, hones and rub- 
bing stones, $286,812 (larger 
than in 1931); abrasive paper 
and cloth, $9,740,287 ; buffing and 
polishing wheels, $1,908,296 
(larger than in 1931). 
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Light Weight 


with 


Plenty of Power! 









THE NEW DUMORE 
MODEL 8 H-G 


The industrial distributor who considers and 
realizes the importance of rapid turnover 
will appreciate the many selling advan- 
tages of the New Dumore Model 8 H-G 
Grinder. . . . This light, small, highly effi- 
cient tool is adaptable to a wide range of 
uses in many fields—and it has Dumore 
quality and precision built into it. Excep- 
tional sales features and a low price make 
this DUMORE grinder a good profit item. 


DUMORE COMPANY, 101 Sixteenth St., Racine, Wis. 


CAN BE USED 
LIKE A PENCIL! 


The light weight and 
balance of this new 
grinder makes it 
easy to use on off- 

hand jobs. 
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Representative of 


The Broad Milwaukee 


Industrial Brush Line 


These three wheel brushes are good workmen, 
most economical, fast sellers, real profit makers. You 
will find many applications for them in your territory. 


“DURA-BILT” 


Tampico Wheel Brush 


And they are only three of the many numbers in 
a fine quality line of brushes and brooms for all 
production and maintenance requirements. 


Why not ask for a catalog covering our complete 
line—and for our distributor terms? Investigate your 
opportunities to build a handsome sales volume on 
Milwaukee Industrial Brushes without going out of 
your way to do it. 





“DI-BILT”’ 
Wire Wheel Brush 





REMEMBER 


SS== a — 


MEANS 
BRUSH EXCELLENCE 


i 


“MONOBILT” 
Wire Wheel Brush with 
Interchangeable Centers 


The MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 North 30th Street MILWAUKEE, WISCONSIN 
QUALITY INDUSTRIAL BRUSHES AND BROOMS FOR ALL 
PRODUCTION AND MAINTENANCE REQUIREMENTS 
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Today—Industry purchases 
unions on their time proved 
record of performance and 
demonstrated ability to 
serve longer. Dart unions 
have done this and will 
continue to do it. 
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The DART Bronze 
to Bronze principle 
is two bronze seats, 
ball joint properly 
ground in, with high 
grade malleable iron 
pipe ends and nut which 
assures longer and better 
wear. 





BRONZE-TO-BRONZE ) 


M. DART MFG. CO. 


PROVIDENCE, R. I. 


Sales Agents: 


The Fairbanks Company, New York 
and at all branches 


E. 


Canadian Factory: 


Dart Union Company, Ltd. 
Toronto, Canada 

























8S. A. Ellicson, president of the Chicago 
Pulley and Shafting Company, has his 
desk located near the front door where 
he can greet every customer personally. 





INGERSOLL-RAND ISSUES 
BULLETIN 

@ A BULLETIN titled “A Bet- 

ter Portable Compressor,” has 
just been issued by Ingersoll- 
Rand. It sets forth in a novel 
and interesting manner the ad- 
vantages of the company’s two- 
state, air-cooled portable com- 
pressor. 





This unit is built in five sizes, | 
ranging from 75 to 370 cubic feet | 


per minute piston displacement. 


| Itis supplied in a large variety of 


mountings—from a steel-wheel 
mounting, with a towing speed of 
10 miles per hour, to the two- 


wheel trailer mounting, which | 


can be towed by a truck at 35 
miles per hour. 
Both the oil-engine and the 


| gasoline-engine-driven units are 





shown in the new bulletin, which 
gives details as to the amounts of 


fuel savings that can be expected, | 
compared to operation of single- | 


stage, water-cooled compressors. 


HOME WORK SHOP 
TOOL EXHIBIT 

e THE man_ who likes 

“tinker” or make things will 

find his ideal of a home work 


to | 


shop in the exhibit of the Elec- | 
tric Light and Power Industry | 
on the second floor of the Elec- | 
tric Building at the Chicago | 


World’s Fair. 

The perfect work shop has 
been set up in one section of this 
exhibit, containing all the tools 
and appurtenances, and opera- 
tors working at the machines all 


day show what can be done in | 


the home work shop. 


Modern’ work-benches, tool 














CLING-SURFACE 


FOR OVER 35 YEARS THE 
SALES OF CLING -SURFACE 
BELT PRESERVATIVE BY 
THE MILL SUPPLY TRADE 
STEADILY INCREASED 


in spite of the fact that an 
equal or greater amount was 
sold direct. 


Now, however, every 
pound is sold through the 
supply houses, none direct, 
and its sale is daily increas- 
ing. 


Standard re-sale prices 
are recognized by all houses 
and maintained; our houses 
are protected against unsal- 
able stocks; close and 
frequent co-operation with 
stocking houses and their 
men is continued; inquiries 
and orders received direct 
are immediately referred to 
such agents. 


We are members of the 
A.S.&M.M. Association and 
subscribers to the Joint 
Merchandising group and 
policies. 


With such a background, 
and probably the most 
widely used belt treatment 
in the world, what reason 
could you have for failing to 
stock goods which sell so 
easily and repeat so regu- 
larly ? 


Write us about it. 


Cling-Surface Company 


1017 Niagara St., Buffalo, N. Y. 
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cabinets and hand tools are in- 
cluded in this residence work 
shop, as well as the larger equip- 


Model WWD — Water 
Cooled Duplex, with 
pressure lubrication. 
Any type control. 









ment. The wood working ma- 
chines are all small enough to 
fit the small scale home shop, 
and are all operated electrically. 
They are manufactured by the 
Delta Manufacturing Company 
of Milwaukee, and include a wood 
turning lathe, shaper, hollow 
chisel mortiser, circular saw and 
jointer, drill press, band saw and 
scroll saw. 


LINK-BELT ISSUES NEW 
SPEED REDUCER CATALOG 
e@ A new 32-page illustrated 

catalog, Number 1415, with 
horse power and other engineer- 
ing data and dimension dia- 
grams, has recently been issued 
by Link-Belt Company, Phila- 
delphia, Chicago, San Francisco, 
from whom a copy may be ob- 
tained by request made on busi- 
ness letterhead. The book cov- 
ers single, double and triple re- 
duction units of herringbone 
gear type and a full line of flex- 
ible couplings. 














MONEY! 


Like all Quincy Distributors you can 
make money with Quincy— 


Ist—The line is complete—a compres- 
sor for every job—regular, intermit- 
tent, stand-by service— 


2nd—Engineering design, high grade 
material, careful workmanship, and 
thorough tests that give Quincy a rank- 
ing position in the field— 


3rd—Features that make it easy to sell 


5th—Air Engineering Service that helps 
Quincys at a profit— 


you make sales. 
4th—Satisfaction that brings in repeat 
business and new profits— 


Write 
Policy. 


for the Quincy Distributor 






MODEL WWC — Water Cooled 

Duplex, ith lubric 

tion. Completely automatic in- QUINCY COMPRESSOR CO. 
cluding all controls. 303 MAINE STREET, QUINCY, ILLINOIS 
205 W. Wacker Drive, Chicago, Illinois 
30 Church Street New York, New York 


UINCY 


Compressors 








CURRENT CODE DEVELOP- 
MENTS 
(Continued from page 10) 





Hugh §. Johnson, as follows: 
“There seems to be widespread 
misunderstanding about the re- 
cently announced NRA price 
policy. The main purpose of 
that announcement was to ob- 
tain some uniformity in future 
codes and, while it is our hope 
that industries under approved 
codes may desire to agree to 
changes, the policy order does 
not now affect them and will 
not unless and until the ad- 
justment has been worked out 
in negotiations with the inter- 
ested code authorities. In no 
event will there be any imposed 
change in an approved code or 
any change suggested without 
relation to the particular condi- 
tions in that industry. 

“It should be clearly under- 
stood that all of the provisions 
of approved codes, including 
their price provisions are in full 
force and effect and must be 
complied with.” 

(Turn to next page) 
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A COMPLETE LINE OF 
TAPS & DIES 


Manufactured by skilled craftsmen and 
under modern shop conditions, WINTER 
BROTHERS TAPS AND DIES are win- 


ning the approval of a host of new users. 


DISTRIBUTORS ARE FINDING WINTER 
BROTHERS TAPS AND DIES PROFIT- 
ABLE TO HANDLE. 


(A catalog of standard sizes and styles for the asking) 





THE WINTER BROTHERS COMPANY 


Dependable Taps and Dies 
WRENTHAM, MASS. 


Division of the National Twist Drill & Tool Co., 
Detroit, Michigan. 
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It’s A Tidal Wave 


This sweeping flow of 
Belt Hook Orders 
marked “Safety Belt 
& Hooks” — Long given s 
the palm for quality the 
new prices started the 
tidal wave of orders— 
from jobbers and con- 
sumers everywhere. 


Go with the tide. Stock Safety Belt 
Hooks now. New jobber helps ready 
for you. 





NEW _PRICES SA@ALleCl®M werr-cacer co. 


REG.U S. PAT. OFF. 
Biccces 1.35 per box Factories Bldg., TOLEDO, O. 
mee ‘Gosctes 1.65 per box 















































you don’t 

need to be a 

Magician 
to find 





Opportunities to Sell Roper Pumps 


Your market for hand and power Roper Rotary Pumps is so 
broad as to include almost every concern you are contacting 
today—and many others. More and more pumps will be sold 
as conditions continue to improve, and each sale of a pump— 
when it’s Roper made—produces a definite profit. Get YOUR 
share of these profits! 


There’s three quarters of a century’s experience behind Roper 
Rotary Pumps—they’re engineered and built RIGHT—pumps 
for permanency. Write today for bulletin No. R-62-MS and 
the Roper selling plan. 


Geo. D. Roper Corp. ¢ ¢ Rockford, Illinois 


ROPER UMDS 





DEPENDABLE - SINCE 18657 





























ST. LOUIS DISTRIBUTOR 
PLEASED WITH CODE 
e “THE Industrial Supplies 

and Machinery Distributors’ 
Code has already brought about 
a substantial improvement in 
the conditions under which we 
operate,” says V. H. Carter, 
vice-president of the Colcord- 
Wright Machinery and Supply 
Company, St. Louis, Missouri. 
“While we have not yet attained 
a volume sufficient to pull us out 
of the woods, daily progress is 
being made because selling is on 
an entirely different basis. We 
can now go out after business 
relieved of that old-time strain 
and distrust which was caused 
by unfair competition. 

“For one thing, the new set- 
up has put the purchasing agent 
in a much better state of mind. 
Before the Code one of his chief 
worries was whether or not his 
competitors were getting lower 
prices than he was. With this 
ever-present doubt removed, he 
is more or less satisfied and can 
give more time to constructive 
discussions of quality and serv- 
ice. Contacts of this kind are 
bound to be more educational 
and productive. 

“I think the manufacturers 
deserve much credit for their 
prompt issuance of suggested 
resale prices, which made it 
much easier for the distributors 
to adjust themselves to Code 
requirements. Without this sup- 
port and cooperation from the 
factories, the distributors would 
have wasted a lot of time and 
energy making up their own 
schedules. 

“The increasing tendency of 
distributors to stick to the Code 
is very encouraging, as more 
and more of them realize it is 
the only way out. As to the dis- 
senters, it seems that many are 
too quick to look for flaws and 
objections, instead of carefully 
weighing the good points 
against the bad. Under the old 
loose conditions, in so-called 
prosperous times, a distributor 


| could lose an occasional order 
| with a smile. Certainly we 


should be able to do the same 
now, when we are fighting to 
eliminate evils and for a more 
permanent prosperity. 
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’M SCOTCH 


IN DEALING WITH LIQUIDS 
BUT NOT WITH 
DISTRIBUTORS 





ST am the U. S. 
Union. Customers 
like me because I’m so tight .. . 
distributors like me because I’m so 
generous! 

How come? Thanks to my fa- 
mous Four-Lock Seal that keeps 
gases, alcohol, gasoline, and other 
liquids in their places... that gives 
distributors four times as many 
sales arguments! And my big sales 
clincher is the fact that I stay tight 
after several make-ups. 

If you don’t show me to your 
customers, somebody else will. 
And I’m dedicated to the policy of 
selling through distributors! Why 
pass up these easy-to-take U. S. 
Union commissions? 


UNITED SUPERIOR 
UNION CO., INC. 
Division of 

Mergenthaler Linotype Co. 

29 Ryerson St., Brooklyn, N. Y. 


Representative jobbers desired 
in every industrial center 


U-S-UNIONS 





WITH 
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“The best thing done so far to 
make the Code effective through 
clearer understanding, is the 
new interpretation of Article 
VII, as set forth in Bulletin 
Number 10: ‘Scope of the Code 
—Article Seven means that mer- 
chandising policies and prices 
published by manufacturers in 
accordance with an approved 
Code shall be adhered to.’ 

“We understand that failure 
to observe manufacturers’ pub- 
lished prices under the above 
conditions is considered an un- 
fair trade practice and a viola- 
tion of our Code.” 


METROPOLITAN INSTITUTE 
TO INAUGURATE CREDIT 
BUREAU 
e IN the news bulletin of the 

Metropolitan Mill, Marine 
and Contractors Supply Insti- 
tute and the Metropolitan re- 
gional committee of the Code 
Authority, issued on June 12, a 
plan for an Institute credit bu- 
reau is disclosed. 

All members are asked to send 
to the Institute the names of 
customers who have been “bad 
actors” and who have proven 
themselves unworthy of credit 
for one reason or another. Re- 
sults will be drawn up periodi- 
cally for confidential distribu- 
tion to those who have co-oper- 
ated. 


CINCINNATI AREA REPORTS 
FINE SAILING 


e P. W. KLINGER, member of 

the regional committee for 
the Cincinnati area and presi- 
dent of The Klinger-Dills Com- 
pany, Dayton, Ohio, reports 
several successful meetings of 
distributors in this area. Prices 
are being filed in accordance 
with a vote of members of the 
trade. 

The organization of a regular 


| territorial group has been some- 


what delayed due to a plan to 
combine Cleveland, Cincinnati 
and Charleston in one group 
with a central filing office. The 
latter plan is in status quo at 
present. 

Joseph Scallan, another mem- 
ber of the regional committee 
in this area feels strongly on the 
necessity for the formation of 





This Socket 





makes “soft” alloy screws 


truly practical 


Bristo Screws can be made of Low Carbon 
and Stainless Steels—Monel Metal, 
Everdur, and other non-ferrous alloys. 


HERE is a growing demand for 

really satisfactory ‘‘soft alloy” 
cap and set screws. BRisTos enable 
you to meet it. Because of the gear- 
like action of the wrench in the fluted 
socket of a Bristo Screw, this type of 
socket is particularly recommended 
for screws which, through necessity, 
must be made of softer metal alloys. 
The pressure or force applied is 
guided around and not against the 
sides of the wall. 


This principle makes it possible to 
produce truly satisfactory Bristo Cap 
and Set Screws from practically any 
alloy which may be desired. Such 
screws, of course, are made only to 
special order. Full-information and 
prices will be promptly furnished on 
request. 


For applications which do not re- 
quire a special metal, standard spristos 
also offer advantages which your cus- 
tomers want. Since there is no 
danger of rounding out or splitting 
the socket, they can be set tight enough 
to stay set under the most severe vi- 
bration. This saves trouble and the 
time spent by operators in needless 
resetting. Also, there is a saving of 
time where screws must be loosened 
and reset frequently, for BriSTOS are 
easier to handle. Get full details. 


THE BRISTOL COMPANY 
WATERBURY, CONNECTICUT 
Branch Ofices: Akron, Birmingham, Boston, Chicago, 


Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, St. Louis, San Francisco 


TRACE mann 


BRISTO 


Hollow Safety Socket Head 
SET SCREWS CAP SCREWS 
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Distributors 
Are Selling MORE because they have MORE 


to > sell with — gy POWER KING 


for the heaviest loads 


yh immediately see the 

difference when the stories 
of THE POWER KING and 
THE POWER BOY are told to 
them. Wherever salesmen are 
on their toes, these powerful 
railway car movers are turning 
over in fine volume. 





The POWER BOY 


for average loads 


If your company handles 
these modern lines, don't miss 
a single opportunity to present 
them. 





Distributors not handling 
THE POWER KING and THE 
POWER BOY are invited to write for complete information about them and 
their long established running mates—THE BADGER and THE NEW BADGER 
Car Movers and the ADVANCE Safety Car Wrench. 


THE ADVANCE CAR MOVER CO. 


APPLETON -i- WISCONSIN 
CANADIAN ADVANCE CAR MOVER CO., Welland, Ontario, Canada 








Why not get the most out of 
TODAY'S MARKET? 


Sell 
SIMPLEX 


STEEL SLIDE 
VISES 


Desmond Dressers 
and Cutters have 
earned a reputation 
in the last 25 years 
that can't help but 
make sales easier. 


The solid steel slide 
feature, which is ex- 
clusive to Simplex 
Vises, is a definite fac- 
tor in producing busi- 
ness. Steel is stronger 


They're reliable and 
economical. And buy- 
ers know it. Besides, 
ours is the only com- 
plete line of wheel 
truing tools on the 
market. 








and 


DESMOND 
GRINDING 


WHEEL DRESSERS 


and CUTTERS 


and more serviceable 
than materials ordi- 
narily used. 


— and a convincing 
one — for your cus- 
tomers. 
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LESS SALES RESISTANCE—FASTER TURNOVER—CONSISTENT PROFIT 


We sell through distributors—Write for complete information and prices. 





The DESMOND-STEPHAN MFG. CO. 








So it | 
gives you a real story | 





URBANA, OHIO 








local groups. He says: “In 
my opinion, the most important 
step to be taken at the present 
time is the formation of mill 
supply clubs in the different 
industrial centers. Meetings 
should be held at least every 
two weeks. Personal © contact 
brings about cooperation and 
this is the only way to get it.” 


TWO ADMINISTRATION 
MEMBERS NAMED 

@ ISHAM’ KEITH, formerly 

with the Bethlehem Steel 
Company, was appointed as ad- 
ministration member on the 
code authority for the Screw 
Machine Products Manufactur- 
ing Industry on June 7. Mr. 
Keith, a- graduate of Lehigh 
University, has been employed 
also by the Western Electric 


Company, MacBeth Daylighting 
| Company, New York Telephone 








| Company and the Pratt and 
Whitney Company. 
On the same day, Major W. 


| L. Clay, U. S. A., was appointed 


to the code authority for the 
forged tool industry. 


WIRE ROPE CODE DEFINES 
DISTRIBUTORS 
@ THE code of fair competi- 
tion for the Wire Rope and 
Strand Manufacturing Industry, 
as approved on May 24, defines 
a “wholesaler” or “distributor” 
as follows: “Any individual, 
partnership, association, corpo- 
ration, or other firm, or a defi- 
nitely organized division there- 
of, definitely organized to render 
and rendering a general distri- 
bution service, which buys and 
maintains at his or its place of 
business a stock of the lines of 
merchandise which it distrib- 
utes, and which through sales- 
men, advertising and/or sales- 
promotion devices, sells to re- 
tailers and/or to institutional, 
commercial, and/or industrial 
users.” 

The code requires that mem- 
bers of the industry shall file 
with the Code Authority a com- 
plete list of their authorized dis- 
tributors, which lists shall be 
made known to all members co- 
operating with the Code. It also 
requires that distributors shall 
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be required to be under written 


contract. 


PIPE TOOL CODE HAS 
HEARING 


e THE proposed code of fair 

competition for the Pipe Tool 
Manufacturing Industry had its 
public hearing on May 10. It 
contained provisions for the 
classification of accounts, against 
advertising or catalog allow- 
ances and against selling special 
brand products at less than the 
same product under regular 
brand. 

A provision on terms read as 
follows: “It is an unfair trade 
practice to grant any more fa- 
vorable terms of payment than 
60 days net from date of ship- 
ment or 2% for cash, providing, 
however, that any member of 
the industry may allow 5% for 
cash on shipments aggregating 
$75.00 or more in value if such 
shipments are made on a basis 
f.o.b. factory, no freight al- 
lowed.” 


MACHINERY DISTRIBUTION 
CODE AMENDED 
@ NATIONAL Recovery Ad- 
ministrator Hugh S. Johnson 
has approved the amendments 
to the code of fair competition 
for the construction machinery 
distributing trade submitted by 
the Code Authority. They will 
become effective July 8 unless 
good cause to the contrary is 
shown to the Administrator. 
Provision is made in the 
amendments for the election to 
the Code Authority of one addi- 
tional member by members of 
the trade who warehouse, sell or 
distribute used machinery. 
There is also added to the code 
the provision making the pay- 
ment of the costs of administer- 
ing the code mandatory on mem- 
bers of the trade. It is provided 
that an itemized budget of the 
expenses and the method of con- 
tributions shall be submitted to 
the Administrator for approval. 
Many changes in the trade 
practice provisions have been 
made, particularly in those re- 
lating to the renting and sale of 
used and new machinery. 
As amended the article on 
“Publicity of Prices” provides 
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ROBBINS & MYERS—a complete 


line and a complete sales 
service 











Trolleys, 
Hand 

Chain 

Hoists, 

Electric Hoists, 
Winches, Hand 

Power and 

Electric Cranes. 


ROBBINS & MYERS, Inc. 


Hoist Division 
SPRINGFIELD, OHIO 


Sold thru Mill Supply Houses everywhere 





Get Maximum Returns from Minimum Sales 
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Expense! 
SELL 
IMPERIAL FITTINGS 


—a complete brass fitting service 





[MPeRIAL Fit- 
tings are designed for extra 
strength, carefully ma- 
chined and finished. They 
provide a complete brass 
fitting service for gas, air 
and oil lines on automo- 
biles, trucks, buses, oil 
burners, refrigeration, air 
conditioning, etc. Write 
for complete data. 


You can serve the average needs of your 
territory on a small stock investment. 


Imperial Service assures you quick deliv- 
ery on special fittings made to order. 


Tue new line 
of Imperial Solder Fittings 
for refrigeration or air con- 
ditioning work may interest 
you. We'll gladly give you 
complete facts. 


Your sales expense will be light. 


Your sales opportunities will extend to 
practically every call. 


The Imperial Fittings Chart will simplify 
your salesmen's efforts. 


IMPERIAL BRASS MANUFACTURING CO. 


511 S. RACINE AVE. CHICAGO, ILL. 
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Old Machine Tools 


They fit machines just as they 


—up, down, side- 
ways or length- 
wise. 


Today, the 
need for mod- 
ernization, to 
meet existing 
conditions, is 
greater than ever. 
Industrial users 
say Remcos are 
an excellent means of bringing plant 
equipment up-to-date! 


X, nd increasin 


Your Sales 
and Profits! 


Something of interest to every Mill 
Supply House. Remcos will help you 
to reach these objectives—if you push 
them! 








The market is there—waiting to be 
sold! And due to the Universally 
Adjustable Feature, out of a small 


wants instantly. 


MANLEY PRODUCTS 
CORPORATION 


es -« a 
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for the filing with the Code Au- 
| thority 30 days after the amend- 
/ments become effective, price 
lists and discount lists, if any, 
and a schedule of rental prices 
based upon units of time. It is 
also provided that members of 
the trade shall at all times keep 
the Code Authority informed of 
such prices and shall not alter 
them without filing notice of 
change. This information will 
be available for the inspection 
of all members of the trade and 


| all other interested parties and 


copies of price lists and discount 
sheets will be furnished by the 
Code Authority to all who agree 
to pay their pro-rata share of 
the cost of the additional ex- 





| pense of circulation. 


stand, without engineering, changes | 
or alterations. Universally adjustable | 


| 


| 


| 


VISE INDUSTRY PROPOSES 


TO CLASSIFY CUSTOMERS 


@ UNDER the heading “Un- | 


fair Practices,” the proposed 
code of fair competition for the 
Vise Manufacturing 
which had its public hearing on 
May 10, states: 
mentary Code Authority shall, 
with the approval of the Admin- 
istrator, set up definitions for 
the various classes of customers 
within this industry, when so 
approved by the Administrator, 
quotations, prices, discounts, 
credit terms, allowances or: other 
conditions of sale, shall be made 
on the basis of such definitions 
and deviations therefrom shall 
constitute unfair methods of 
competition and a violation of 
this Supplementary Code.” 


catalog or advertising allow- 





stock you can supply any customer’s | 
And, incidentally, | 


make some real money! Get full | 
details. 
Write to yd 


ances and selling on consign- 
| ment except where peculiar cir- 
| cumstances of the industry re- 
| quire the practice. 


TOOL IMPLEMENT CODE 
AUTHORITY NAMED 

| @ ON June 14, National Recov- 
ery Administrator Hugh S. 
| Johnson approved the method of 
| selection and recognized the per- 
| sonnel of the code authority for 
| the Tool and Implement Manu- 
| : 

| facturing Industry. 


Members chosen are: Fayette | 


L. Plumb, president, Fayette R. 


BIG PLANTS and 
LITTLE PLANTS 


—all offer 
you every day 
opportunities 
when you sell 
OTTEMILLER 

MILLED SCREW 
MACHINE PRODUCTS 
Cap Screws Set Screws 
Coupling Bolts 
Milled Studs 


The Ottemiller Line is complete enough and 
of such high quality as to encourage the dis- 
tributor's salesmen to sell standardization—and 


| establish a steady flow of repeat orders at 
| good profits. 


Industry, | 


“The Supple- | 


The proposed code also con- | 
tains provisions against giving | 
allowances for used vises, giving | 


| 
| 


Your inquiry is invited. 


The WM. H. OTTEMILLER CO. 
YORK, PA. 


We also manufacture Dardelet Thread Screws. 








FOR BELT PROFITS 
SELL 
VEELOS Genuine Balata 


(for the every day run of trans- 
mission, elevating and conveying 
applications) 
True and Smooth Running 
Non-shrinking and non-stretching 
Transmits all power without loss 


and 
HEMEK Canvas Stitched 


—for the tough and heavy jobs— 


Write for our liberal distributor terms 
and all the facts. 


MANHEIM MANUFACTURING 
& BELTING COMPANY 
MANHEIM, PA. 


(cn AA 
MILL SUPPLIES 


a SRO CS: 


Ape ene 





PANTS BS ees 


aia canes 











SOCIETY rie 


FNAL AITO TELS 


: 
t 











Plumb, Incorporated; A. C. 
Haeffner, manager, David 
Wadsworth and Son; A. E. 
Newton, vice-president and gen- 
eral manager, The Collins Com- 
pany; R. Harte, president, 
Ames, Baldwin, Wyoming Com- 
pany; G. B. Durell, chairman of 
the board, American Fork and 
Hoe Company; S. S. Vaughan, 
president, Vaughan and Bush- 
nell Manufacturing Company; 
and H. W. Conarro, president, 
Warren Axe and Tool Company. 


MANDATORY ASSESSMENT 
PROPOSED 
e THE Machine Tool and 

Equipment Distributing 
Trade, through its code authori- 
ty, has submitted an application 
for modification of its code of 
fair competition in the form of 
a mandatory assessment provi- 
sion. 

The modification proposes 
that Section 5, Article V of the 
Code be changed to permit the 
drawing up of a budget and an 
equitable basis of contribution 
for the Administrator’s approv- 
al and subsequent mandatory 
contribution on the basis ap- 
proved. 

It provides that only paying 
members shall receive the bene- 
fits of the Code’s voluntary ac- 
tivities and be entitled to the 
use of any emblem or insignia 
of the NRA. 


SAW CODE AUTHORITY 
APPROVED 

e THE method of selection and 

the personnel of the code au- 
thority for the Saw and Steel 
Products Manufacturing Indus- 
try were approved by General 
Johnson on June 9. Members 
are: H. C. Atkins, president, E. 
C. Atkins and Company; W. C. 
Hecker, president, Curtis Man- 
ufacturing Company; Williarn 
D. Disston, vice-president, Hen- 
ry Disston and Sons, Incor- 
porated ; E. Foster, general man- 
ager, saw department, R. Hoe 
and Company, Incorporated; W. 


B. Huther, president, Huther 
3rothers Saw Manufacturing 
Company; E. M. Halfelner, 


general manager, Ohlen-Bishop 
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COFFING HOISTS “THE UNIVERSAL Toots” 














{ The Electric Coffing 
Hoists: Capacities: /%, '/2, 
| and 2 tons. Weights: 75 
to 85 Ibs. 


2 Model A—% ton. 
Weight: 14 Jbs., and Model 
F—i'2 ton; Weight: 25 
Ibs. 











No. 4 


The Proof of the Pudding 


lies in the actual sales experiences 
of Coffing Distributors 


Every distributor who has made a serious effort to sell 
Coffing Hoists has found that they sell for two very 
definite reasons: 


1. Buyers are quickly impressed by their 
operating and economical advantages as 
presented by the distributor's salesman. 


2. In performance, Coffing Hoists live 
up to everything claimed for them. That 
means satisfied customers—repeat orders 
—a steadily widening reputation among 
industrial buyers. 


Let us tell you of some of the records 
made by our distributors. The Coffing 
Line may be just what you need to add 
to your profits. 


COFFING HOISTS 


Soundly Designed 
Simply Constructed 
Exclusive Free-Chain Mechanism 
Unbelievably Light In Weight 
Remarkably Powerful 
Extremely Versatile 
Economical 





3 Our Model F.T. Ca- 
pacity: 3 tons; Weight: 34 


c COFFING 


4 Model Z—Capacity: 6 
tons; Weight, 65 Ibs. 


313 E. Van Buren St. 


HOIST COMPANY 


Danville, Ill. 








Wire Lamp Guards 


Portable Lamp Guards 
Wall Guards 
Coloring Fluid 

Soldering Fluxes 
Lamp Changers 


with the times. 
salesmen like yourself. 


profitable, too. 

















A “natural” is any product that is accorded immediate 
public acceptance. Just so is the McGill line a “natural.” 
For twenty-seven years McGill products have been proving 
their worth. Electrical Specialties at a price consistent 
A line that is a genuine “natural” with 
Always ask about lamps, switches, 
portable guards. These items are easy to sell—and they're 


Write for bulletin No. 51. 


“| MAICGILL/> 


MANUFACTURING CO. | <-: 


Flectrical Specialties of 
ESTABLISHED 1906 
VALPARAISO - INDIANA 
Box No. 669 


“A NATURAL,” 
Say 


Quality 












The Right Belt 
for Every Job 


date distributor policy. 





erms y the manu- 
Snooe of 


GENUINE 
HETTRICK 


Stitched Canvas Belting 


MALABAR 


for conveying and elevating 


and 
HETMACO 


The New Transmission Belt 


@ INNO 


These three modern lines will enable you to penetrate 


profit. 


HETTRICK MFG. co. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 





(Strand 


FLEXIBLE § SHAFT 
MACHINES 


FIRST AID 
IN 
HUNDREDS OF OPERATIONS 
IN METAL 


Below is illustrated our Auto Body 





and Fender Finishing Machine. | 
| phases. 


| their large show 
| given up much of the time to 


Sixty other types and sizes. 


Type ABMS—1/3 HP. 


rrr: =a * 


N. A. STRAND & CO. 


Manufacturers 


5001 N. Lincoln St. 





80 


Company; and S. K. Simonds, 
general manager, Simonds Saw 
and Steel Company. 


NAME AUTHORITY FOR 


| SCREW MACHINE PRODUCTS 


from one reliable source’ e THE personnel of the code 


of supply with an up to | 
| Screw Machine Products Manu- 
Ask for + re-sale price set up and fine | facturing Industry, as approved 

db | on June 
_ George Briggs, Robert T. Fris- 
| bie, T. L. Strimple, C. C. Heath, 
|H. E. Penfield, Archibald R. 
| Lemieux, and H. W. Armstrong. 


authority for the National 


19, is as follows: 


CODE AUTHORITY TO 
HANDLE COMPLAINTS 


| @ ACTING Division Admini- 


strator Barton W. Murray, 


| on June 19, approved a plan 
| submitted by the code authority 


for the Fabricated Metal Prod- 


| ucts Manufacturing and Metal 
| Finishing and Metal Coating 
| Industry for the administration 
of the fair trade practice pro- | 


visions of the code and has 
authorized the code authority to 


| handle all trade practice com- 
_ A AL 
ee : = plaints. 





SELLING 15 MILES OF 
WELDING 


(Continued from page 13) 





line so that they are welding con- 
scious to a high degree. 


pressing upon the 
trade that they are headquarters 
for welding equipment in all its 
For one thing, one of 
windows is 


displays of welding equipment, 


| supplies and accessories. Where 
| possible, these are tied in with 


current jobs. 
instance, 


In this case, for 
large photographs of 


| every step of the barge job were 
| made, of which those here re- 
| produced are but a few exam- 
| ples. 
_ the well balanced window dis- 
| play of accessories, these photo- 
| graphs were effectively used in 


Then, in connection with 


front as a feature to hold the 


| attention of the passerby. 


| “Everything to get them i 
CHICAGO | to us yt id s —" 


” 


is the Haseltine idea. 




















**Send us a 
Float — QUICK” 


Most small orders for floats are “rush” 
orders. In an emergency you need to 
know a manufacturer who makes all 
types, and can ship quickly any float 
specified. 


We receive many orders from distribu- 
tors and have saved the day for many 
industrial plants with our large stock of 
finished floats, and our complete equip- 
ment for making floats of any size and 
any shape, from copper, steel, aluminum 
and other metals. 


When ordering always specify shape, 
size, metal, pressure and connection. 


ARTHUR HARRIS & CO. 
210-218 N. Curtis St., Chicago, Il. 


Our 50TH YEAR in 
the Copper Business 

















To Distributor Executives: 
When you have gone through this 


| issue of MILL SUPPLIES, ask your- 


self if it would not be worth four 
cents a man to you to be assured 


| that every one of your salesmen ob- 
They overlook no bets in im- | 
industrial | 


tained the full benefit of the many 
sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
ceive the Magazine. A bill will be 
sent you later. 


MILL SUPPLIES 


| 520 N. Michigan Ave., Chicago, Ill. 








MILL SUPPLIES 


















Get in on Today’s 








CAPITAL 


More brooms 
and brushes are 
being used in in- 
dustrial plants 
today than for 
many years past. 
Old brooms and 
brushes are be- 
ing worn out. 
New ones are be- 
ing requisitioned 
in constantly in- 
creasing quanti- 
ties. If you’re 
handling the 
widely known 
Capital ‘‘Red 
Cap” line, talk 
about it to every 
buyer today. If 
not, we'll be glad 
to give you all 
the facts. 







oe 










BRUSHES 
BROOMS 
on 















INDIANAPOLIS 
BRUSH AND BROOM MFG. CO. 


ESTABLISHED 1890 
126 Brush St. Indianapolis, Ind. 




























Unbrea 


HIGH - SP 









the 
unequalled sales builder 


MARVEL 


High - Speed - Edge | 
HACK SAW BLADES ]|) 


Only MARVEL Blades can be sold 
on this basis. That is why MARVEL 
High-Speed-Edge Hack Saw Blades 
are building business for distribu- 
tors everywhere. 

If you have been having trouble 
holding your blade business at 
a profit, here is the answer, 
“MARVEL BLADES”. 


Write for Catalog of 
MARVEL Blades and 
Sawing Machines. 


Armstrong-Blum Mfg. Co. 
“The Hack Saw People’ 
353 N. Francisco Ave. 
CHICAGO, U.S. A. 
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Requisitions | 








SELLING THE COMPANY- 
OWNED GARAGE 


(Continued from page 12) 


| 





is of no particular importance. | 
But this is not a matter of one | 
brewery, or even the brewing in- | 
dustry. Every industry is gain- 
ing in volume, but many are still 
lacking funds to purchase new 
truck fleets. Overhauling, re- 


building and _ repainting old 
trucks is the answer to this 
problem. 





A REAL MARKET FOR 
ELECTRIC SAWS | 

@ PACKING and shipping de- | 
partments of industry and | 
builders of heavy machinery re- 
quiring crating, use the portable 
electric hand saw to great ad- 
vantage. The saw is taken right 
to the crate, saving many un- | 
necessary steps and time. The 
base of the portable saw is ad- 











The portable electric saw can be 

taken right to the crate saving many 

unnecessary steps as well as consid- 
erable time. 


justable, making it possible to 
set the depth to only the thick- 
ness of the material to be cut. 
Because of the development in 
saws, a light weight machine 
has sufficient power to handle 
the above mentioned work. Also, 
a nail cutting blade has been 
developed so that the nails do 
not have to be pulled from the | 
crate before proceeding with the | 
sawing work. | 








| ROCKFORD SCREW PRODUCTS CO. 
Railroad Ave. at Ninth St. 





DISTRIBUTORS: 
a 


We can give you quick 
service on the following: 


BOLTS 
Connecting Rod 
Dardelet Thread 
NUTS 


Semi-Finished Hex 

and Jam 
Coarse and Fine Thread 
Castle Nuts 


SCREWS, Cap (Made from 
.30—.37 normalized steel) 
Hexagon Head 
Coarse and Fine Thread 
Fillister Head 
Flat Head 


SCREWS, Lag 
SCREWS, Machine 


Brass and Steel 
Flat, Round, Oval and 
Fillister Head 


SCREWS, Set 
Headless—Square Head 
SCREWS, Wood 
Brass and Steel 


SPECIAL WORK 


Our packing and shipping meth- 
ods insure safety, as well as 
promptness. 









HTT 


We invite you to try us. 


ae 


Me 


pester 
Pee =< 












ROCKFORD, ILL. 

















Get Our LOW 
PRICE on this 2”, 
10,000 Gal. Size 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER .. 


2” 3” 4” 6” 8” SIZES 
etition, make money with 
astest selling line of compact, 

Amas 


rtable, sure priming cen’ 
ngly low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 


Beat com 


81 


7627374 


WANTED— 


jobber representation 
for this staple item in a 
few territories still open 


Today, Key Graphite Paste still 
retains the position established | 
sixteen years ago as the outstand- 
ing sealing compound for all 


screw thread and gasket joints on | 
lines carrying steam, oil, acid, etc. | 


The unequalled superiority of 
Key Graphite Paste over this long 


period of time has won for it a | 


| 
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place on the approved lists of the | 


various branches of the govern- 
ment as well as acceptance in prac- 
tically every industrial plant of 
consequence in the country. 


Key Graphite Paste is a staple—a 
product requiring no missionary 


work and carrying a nice margin of | 


profit. It is handled by the outstand- 
ing jobber in each community. 


A few territories are open for repre- 
sentation through reputable jobbing 
houses. Write today for complete 
details. 


Key Boiler Equipment Co. | 


2700 McCasland Ave., E. St. Louis, Ill. 
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